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HOME OF THE ILLINOIS LIFE 


N ADDITION to its value as property the Home Office 
of the Illinois Life possesses an intangible worth in the 
eyes of policyholders and company representatives. It 
has a purpose and meaning which cannot be expressed 
in terms of dollars and cents. This beautiful edifice, a 
fine specimen of the architect's technique, is a monument 
to thrift and industry, a symbol of protection, and the 
physical mark of an ideal. 


ILLINOIS LIFE 


During its years of operation the Illinois Life has gained 
and maintained a reputation of which it is admittedly proud. 
Prompt payment of claims, efficient service to policy- 
holders, and fair dealing with its field representatives are 
features which have aided in the consistent, progressive 
growth of this company. 

The symmetry and strength of Illinois Life is well 
expressed by the sturdy structure pictured here. 


INSURANCE CO, 


Ilinois Life Building CHICAGO 1212 Lake Shore Drive 


RAYMOND W. STEVENS, President 












































AN IDEA SIXTY-ONE YEARS OLD 






In the early stages of the life insurance business in the United 
States, the prevailing practice was to pay policy claims in a lump | 
sum, and this mode of settlement was then regarded as perfectly 





reasonable and natural. Assis 
At that time but two principal kinds of policies were issued, 

the “whole life” and “endowment.” MO 

Increa 

In the course of events, and as the possibilities of the life insur- C 


ance principle became better understood and appreciated, the “in- 
99 668 


stallment,” “income,” and “option” ideas were developed. Today 
they are a prominent feature of the business. 


It is a source of pleasure and gratification to The Northwest- 
ern Mutual Life Insurance Company to be able to say that it is a 
pioneer in this development. In a public pamphlet issued by it in 
1869—over sixty-one years ago, and about ten years after it began a 
business—the Company announced that “the installment feature the wa 
which contemplates the payment of policies after death in install- | er 
ments, allowing interest on the deferred payments, may be incorpo- 
rated in new policies or added to old policies upon proper request 
of the parties.” 


The Northwestern Mutual Life Insurance Company feels con- 
fident that Northwestern initiative and Northwestern progress stp 
have ever made the distribution of Northwestern service compara- baie th 
tively easy for Northwestern representatives and highly satisfac- 
tory to Northwestern policyholders and their beneficiaries. ca. 


THE NORTHWESTERN MUTUAL LIFE \| Se 
INSURANCE COMPANY at a 


Milwaukee, Wisconsin 
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Experience on 
Large Policies 


Assistant Actuary Perrin of the 
Penn Mutual Studies Its 
Records 


MORTALITY IS HIGHER 


Increase of 15 Percent Is Shown in 
Comparison with Contracts of 
Lesser Amount 





\ssistant Actuary O. W. Perrin of 

e Pe Mutual Life spoke before the 

\ctuar Society of America this week 

the mortality experience of his com- 
on cases of $50,000 or more. 

[he purpose of presenting the Penn 


under 





I's rtality experience 


is to bring about a more 





aC i ‘ 

direct and up-to-date discussion of the 
ect t has recently occurred and, 
at is also to the point, to help clear 
the way 1 better understanding of 
1 joint investigation of mortality 
ler large amounts now being under- 
taken, the results of which are awaited 
tl 1 nterest and perhaps with 

S e app nsion. 

Scope of the Study 

ihe 1 \[utual’s experience covers 
amounts of $50,000 or more issued on 
O1 plication, for the years 1919 to 
1928 carric the anniversaries in 1929. 
Based on the American Men _ select 
table, it a mortality ratio for the 
frst pol r of 62 percent and for 
all poli f 85 percent. To ascer- 
tain the t1 r a more recent period 
hen, in the opinion of 
J i relatively higher mor- 
{ amounts may be ex- 
pected, t of 1926 to 1928, car- 
ried t versaries, were investi- 
5S ponding ratios for this 
J percent for the first 
] 80 percent for all policy 
pears period, accordingly, 
: higher mortality than 
t ept tor the first policy 
ely higher first year 
t probably an indication 
Mat subst the same methods of 
peiect not continued to be 
‘ or that such improve- 
’ been adopted have not 
‘ the conditions under 
; ns for large amounts of 
; secured. As compared 
ne mortality experience of 
: el ial over approximately 
edly - I l, the experience under 
“Sate els 4 more on one applica- 
pt Show each of the two periods 
\ ge ity ratio about 15 percent 


E le 
*Perience on Younger and Older Ages 
t niger a the experiences for the 
peri entioned from the point 
(CONTINI ED ON PAGE 22 





F.. B. Mead Analyzes Faults 


of Insurance Management 


Life insurance is entering an era of 
greater competition. Inertia and lack 
of initiative, which have characterized 


the management of many companies in 
the days of complacent production, must 
be overcome to meet the new competi- 
tion. 

This was the message of Franklin B. 
Mead, executive vice-president of the 
Lincoln National, who addressed the 
Life Office Management Association at 
the final of its annual confer- 
ence at the Edgewater Beach hotel in 
Chicago. 

“The life insurance business today,” 
Mr. Mead declared, “and the life insur- 
ance companies are facing more serious 
problems than they have been con- 
fronted with in many decades, due not 
only to present conditions but to the 
fact that they are entering upon a new 
era in which, in reality, they are facing 
keen competition for the first time. 


session 


“Life insurance management in gen 
eral has been and is defective in build 
ing up competent staffs and the selec- 


tion of the means of building up these 
staffs. The work has been more than 
desultory and haphazard. Even grant- 
ing that the company has been fortunate 


in securing, or perhaps having good 


managing executives, these major exec- | 


utives have not devoted their thoughts 
to building up complete staffs so there 


is no break in the chain of ability be- 


tween themselves and the lowest clerk.” | 


for the leading executive to permit a 
wide gap to exist himself and 
the junior officers who should logically 
succeed him, and in turn too large a gap 
between the junior executives and the 
department heads. 

“As a “they 
have found it necessary to engage in the 
practice of calling in f 


between 


consequence,” he said, 
from 


other fields men to meet their present 


dangerous 


necessities for executive officers. Occa 
sionally this may be highly successful, 
but chances of a successful selection in 
this manner are too remote to recognize 
it as a practice.” 

Sacrificing the Future 

Another fault, Mr. Mead declared, is 
the practice of sacrificing for present 
financial gain the necessity of building 
up an organization for the future In- 
stead of delegating authority and re 
sponsibilities to junior officers, thereby 
developing a capacity for responsibili 
ties among members of the staff, many 
executives “hog” all the decisions for 
the sake of expediency. 

Che best executive is one who knows 
how to delegate authority and has a 
staff to which he can delegate authority, 
so that he may concentrate his efforts 
on correcting departments, which are 


inferior or must be expanded 
The one-man company, according to 
Mr. Mead, in a crisis has no one avail- 


able in the home office staff satisfac 


| torily to prosecute the work of the com 


Innate Stability to Blame 
Mr. Mead observed that much of the 
alleged inertia and lack of initiative is 
bred because of the nature of the lite | 


insurance business. The business has a 


peculiar innate stability, he said, be 


cause the consummation of a life insur- 
ance contract is not a single transaction 
as in commercial and other fields, but 
it is a series of transactions which are 
repeated from year to year. “Conse- 
quently,” he added, “there does not 
necessarily have to be the struggle for 
existence that applies to other fields, 


and management in general 
times on its highest mettle. 

“The idea of mutuality, too, 
something to do with its inertia and lack 
of initiative, and it is quite probable that 


may have 


this idea has been stressed too much 
both in mutual and stock companies 
As competition continues to increase, 


the abnormal stressing of mutuality 


decline. This inertia and lack of initia- 


is not at all | 


will | 


tive will also be reduced by an increased | 


application of the broader principles of 
scientific management in life insurance 
organization. 

His 


Mr. Mead explained, 


Explains Position 


“T am not here,” 


“holding any brief for the stock or mu- | 


tual control of management, but I 

mean to criticize either of these two 
types of control when they are per- 
mitted to influence the conduct of the 


business contrary to the fundamental 
principles of management.” 

Mr. Mead enumerated some of 
faults of management. One of them is 


do | 


the 


‘ 


pany aggressively and successfully. 
When Field Men 


Mr. 


Are Called 


Mead stated, 
successful field man, su- 
particular line, called to 
Occasionally he finds 
there, so he 
himselt 


“Quite often,” “we 
highly 


in his 


Sct a 
perior 
the home 
no other 
naturally 


othce 
strong leader 


assumes leadership 


Without recognizing his own limita 
tions, he fails to build up the executive 
staff but himself assumes operating con 
trol in various directions. The result is 
that, in a very few years the company 
becomes embarrassed with mounting 
expenses and increasing death claims, 
for he too often assumes control of the 
underwriting, either directly or indi- 
rectly by overruling the underwriting 
staff and thus demoralizes whatever 
there is good and efficient in that staff.” 

There is also danger, according to 
Mr. Mead, of one particular type of 
executive surrounding himself with too 
many of the same type ‘The lawyer 
surrounds himself with lawyers; the 1n- 


vestment man with investment men; the 
man with agency men; the actu- 
with actuaries The life insurance 
organization should present a_ pertect 
balance of all types and, in addition, be 


agency 


ary 


permeated with young men with tech- 
nical training in insurance who give 
promise of high development. The dis- 
crimimating executive Is surrounded, as 
advisers and administrators, with men 
highly capable in the general adminis- 
trative field, in the actuarial, legal, in- 


(CONTINUED ON PAGE 22 








Net Results Is 
Meeting Topic 


T. I. Parkinson, M. A. Linton 
and J. M. Holcombe Will Be 


Chief Speakers 


MEASURE OF PROGRESS 


Annual Gathering of Association of Life 
Agency Officers and the 
Research Bureau 





rhe timely theme, “Net Results—the 
[rue Measure of Agency Progress,” 
will be discussed by Pre sident T. I. Par 
kinson, Equitable of New York; M. Al- 
bert Linton, Provident Mutual; John 
Marshall Holcombe, Jr., and others 
when the Association of Life Agency 
Othcers and Life Insurance Sales Re 


search Bureau convene in Chicago Oct 
28-29 

\ll of the speakers will dea! primarily 
with the adequacy of present objectives, 
policies and practices and will offer 
carefully considered principles which 


should guide 


plans for the future 


agency organizations 
In 
ure than ever before, the research made 
possible by the cooperation of member 


will furnish the subject 


in 
a larger meas 


companies mat 


ter for discussion 
Conservation of Business 

The conservation of business, with 
special emphasis upon net gain as a 
measure of progress, will receive atten 
tion in a series of short talks on the 
first day of the meeting This subject 
has been under constant investigation 


throughout the 

Costs and profits in agency operation, 
a particularly timely and vital subject, 
to M. C. Terrill, \ 
president Phoenix Mutual, will undoubt 
edly much discussion of net 
profits as a test of the ot 
Two the 
stall spent an 
entire year developing data for 


Mr paper. 


year 


be presented by ice 
stimulate 
efficiency 
members of 
have 

the basi 


agency operation 


Research Bureau 


lerrill’s 


Results of Penn Mutual Study 


Results of the Penn Mutual's years of 


study of the proper tests of an agency’s 
progress will be presented by James A 
Preston of that company Aided by 
illuminating’ charts, Mr. Preston will 
discuss the Penn Mutual’s measuring 
sticks. Progress in man power develop 
ment is a topic of perennial interest 
Last year the data reported as a result 


of a special investigation sponsored by 
the Association of Life Agency Officers 
created something of a debate to 
their reliability. Similar data, based on 
further research and a larger number of 
will be presented this year. 
Henry E. Niles of Woodward, Fondiller 
& Rvan, consulting actuaries, will state 
(CONTINUED ON PAGE 15) 
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Office Men in 
Record Session 


Trade Information, Ideas with 
Greater Efficiency as 
Goal 


RYDGREN' IS REELECTED 


Over 200 Representing 90 Companies 
Attend Three-Day Sessions of Life 
Office Management Association 





NEW OFFICERS ELECTED 


President—Adolph A. Rydgren, vice- 
president Continental American Life. 

Vice-president—Leonard Ashton, vice- 
president Provident Mutual. 

Secretary—Frank L. Rowland, Lincoln 
National Life. 

Treasurer — Harry 
Mutual Benefit. 

New members board of directors— 
George W. Skilton, comptroller Connec- 
tieut General; J. H. Domelle, assistant 
secretary Canada Life. 

Place of 1931 meeting, Toronto. 


Allen, secretary 


Exceptionally valuable addresses were 
delivered and instructive reports pre- 
sented before the Life Office Manage- 
ment Association in annual session at 
the Edgewater Beach hotel at Chicago. 
To the observer, the amazing feature of 
this association’s proceedings is the free- 
dom with which members exchange in- 
formation as to the operation of their 
individual companies. Other associa- 
tions are formed for the purpose of 
pooling experience and ideas, but the 
Life Office Management Association 
appears to be distinguished for carrying 
out its purpose without restraint and 
in good faith on the part of all mem- 
bers. 

With an attendance of more than 200 
and with 90 of the 140 company mem- 
bers of the association on hand, this 
year’s sessions of the association were 
the largest and most representative in 
its history. 

President Adolph A. Rydgren, who is 
vice-president of the Continental Ameri- 
can Life of Delaware, opened the three- 
day sessions with his presidential ad- 
dress, in which he offered a number of 
important proposals, but he alternated 
as presiding officer with E. E. Reid, 
general manager of the London Life of 
Toronto and a past president and mem- 
ber of the board of directors of the Life 
Office Management Association. 


Rydgren Is Reelected 


Mr. Rydgren was re-elected president 
of the association, according to the cus- 
tom of the president serving two years. 
Leonard Ashton, vice-president of the 
Provident Mutual, was elected vice- 
president of the association to succeed 
Harry Moore, junior vice-president of 
the Pacific Mutual. Frank L. Rowland 
of the Lincoln National is retained as 
secretary and Harry Allen of the Mu- 
tual Benefit was re-elected treasurer. 

On invitation of Canadian companies, 
it was decided to hold the 1931 session 
in Toronto. The association will be 
guests of the Canadian companies. 

Franklin B. Mead, executive vice- 
president of the Lincoln National, was 
one of the headliners on the program. 
He forecast an important change in the 
character of life insurance management 
in view of the tendency toward greater 
competition among life insurance com- 
panies. Heretofore there has been a 


certain inertia and lack of initiative in 
life insurance management, according to 
Mr. Mead. 

(CONTINUED ON LAST PAGE) 








Build Supervisors from Rank and File 








Two speakers at the annual confer- 
ence of the Life Office Management 
Association in Chicago devoted their re- 
marks to the problem of developing su- 
pervisors and other executives from 
among the employes of corporations. 
These speakers were E. W. Barnhart of 
the federal board for vocational educa- 
tion, and W. H. Leffingwell, president 
W. H. Leffingwell, Inc., New York. 

Most unscientific promotional systems 
are based either on seniority or the es- 
timate of executives on the qualifica- 
tions of juniors. If advancement goes 
to the senior, according to Mr. Barn- 
hart, an incompetent is often selected, 
because ability to perform a routine task 
and the experience of performing it over 
a long period of years does not neces- 
sarily qualify the worker to assume su- 
pervisory capacity and indeed more 
often than not disqualifies him. 

On the other hand if advancement 
goes to men whom the executive con- 
siders best qualified there is resentment 
among the staff and dissatisfaction with 
resultant decrease in efficiency. Espe- 
cially is there friction if the person who 
is advanced is in reality incompetent, 
or in the opinion of his associates is 
incompetent. 

Scientific Promotions 


A scientific system of promotions 
should be adopted, Mr. Barnhart ad- 
vised. There should be a training course 
for employes and workers should be 
impressed with the fact that at all times 
changes may be made at any time. 
Workers must be adjusted to new facili- 
ties, he declared, for if employes have 
followed a certain routine, that is an in- 
superable obstacle to the introduction 
of new devices. If a training program 
is set up and supervisors are picked for 
introducing these new devices under the 
eyes of teachers, Mr. Barnhart declared 
that the ambition of workers would be 
stimulated and a better class of work- 
ers would be attracted to seek employ- 
ment in the corporation. 


Qualifications for Supervisor 


In establishing a school, the purpose 
of which is to train persons for execu- 
tive positions, Mr. Barnhart said it is 
important to know the factors which 
characterize the competent supervisor. 
A supervisor, Mr. Barnhart declared, is 
first of all an officer who knows reasons 
why. He also knows internal relation- 
ship and management relations on a 
larger scale than the routine worker. 
He knows how to handle people and 
how to apply his knowledge to govern- 
ing and controlling the activities of 
those under him. He knows how to 
teach, because the supervisors’ work as 
well as that of executives is largely a 
teaching job. 

Organization procedures as a whole 
and managerial procedures should be 


stressed in the training courses, the 
speaker declared. 

The great factor in a supervisor and 
one which it is difficult to inculcate is, 
according to Mr. Barnhart, social intel- 
ligence. That is the major educational 
problem in this country, he said. Inas- 
much as we live together and work to- 
gether more than ever before, the social 
function is a great problem. Most prob- 
lems of management arise from the in- 
ability of people to get along together. 


Social Intelligence Important 


The man with this social intelligence 
gets his start because people like him. 
They transfer their liking for him into 
confidence in him and give him every 
chance to advance. 

Mr. Barnhart expressed the opinion 
that after a worker has reached a mini- 
mum capacity two-thirds of his oppor- 
tunity depends on his ability to get 
along with people. 

One of the most elementary features 
of a training course should be instruc- 
tions in etiquette. Office boys should 
know when to take off their hats and 
all employes should be instructed in the 
importance of correct dress. 


Mr. Leffingwell’s Remarks 


Mr. Leffingwell declared that industry 
has been deficient in developing super- 
visors, who constitute one of the four 
classes in the division of labor, the oth- 
ers being administrators, executives and 
workers. Potentialities of workers are 
only one-half realized, he said, because 
of the inferiority of supervisors. There 
is a low grade of clerical service every- 
where, he said, and there is a large turn- 
over in that class of workers, especially 
in the large cities. There is a lack of 
knowledge and lack of concentration, 
indicating a lack of interest in their 
work. Every financial crisis shakes loose 
a shower of clerks, he observed, which 
is a result of the poor supervisory sys- 
tems which are exposed in crises when 
corporations seek to economize. At- 
tempts to educate trained supervisors 
are few, he added. 

He observed that workers are chosen 
either because of experience or because 
of education and either system is faulty, 
because long experience does not neces- 
sarily produce executive ability and edu- 
cation without experience is of little 
value. 

Because no ideal method of training 
has been developed is no reason for fail- 
ure to attempt such a system. He sug- 
gested that each prospective supervisor 
be permitted to tackle the job and the 
man who demonstrates the best ability 
be chosen. The training system must 
not merely consist in imparting knowl- 
edge. The help of psychologists, psy- 
chiatrists, teachers and engineers is 
needed in order to work out a good sys- 
tem, he said. 














Pays for All But Lone 
Case on “Man-Power Day” 





R. I. Hodgins of the A. O. Elia- 
son agency of the Minnesota Mu- 
tual in St. Paul was awarded the 
company’s prize for producing the 
largest number of applications on 
the company’s “Man-Power Day.” 
The award was based on the num- 
ber of cases paid for of the amount 
written on the day when the field 
force of the Minnesota Mutual 
was put to a test. Mr. Hodgins 
paid for all but one of his cases, 
and that case was one that was 
highly rated and impossible to de- 
liver. 














Policy Loans Increase 


Probably policy Joans will show a big 
increase this year. The Connecticut Gen- 
eral reports that for the first eight 
months of 1929 it made 6,413 loans for 
$2,329,903, and that for the year ending 
Sept. 1, 1930, the number of loans has 
increased from 24,519 to 28,908 and the 
amount from $10,966,625 to $14,326,130. 

It is fair to assume that the Connec- 
ticut General experience reflects that of 
many other life companies. 


Dorrance Was Prudential Director 


John T. Dorrance, president of the 
Campbell Soup Company, who died re- 
cently leaving an insurance estate esti- 
mated at $4,500,000, had been a director 
of the Prudential, that company recalls. 
He served on the board of the Pruden- 
tial from Oct. 10, 1927, to Aug. 11 of 
this year. 











Conservation 
Plans Listed 








Committee Reports to Manay emer 
Association Tested Methods 
for Fighting Lapsation 









PROBLEM OF MANAGEME)N? 






Proper Selling Is Foundation of Pers. 
tency and Executives Can 
Guide Selling 


A summary of tested programs | 
combating lapsation 
the report of the committee on compik 


tion and use of persistency records : 


was contained 


the Life Office Management Associ 
tion in annual conference in Chicag 
The report was presented by F. R. Gak 
comptroller of the Continental Amer 


can Life of Delaware, who was chair 
man of the committee. 

Mr. Gale prefaced his analysis wit 
a declaration of the importance of pe 
sistency and with the statement th 
conservation is a problem of manag 
ment. 

“There is no greater problem co 
fronting us in this business of ours the 
that of conservation,” the report aver 
“The acquisition of business cost 
money. The value of the investmer 
made is measured by the persistency « 
the business acquired. 

“We climb through new business a 
slip on account of lapsation. Each sj 
is a detriment to the insured and hi 
beneficiary, to the agent who wrote th 
business, to the company in which 
was placed and to the institution of li 
insurance in general. For every 100 ie 
which life insurance in the United State 
climbed during 1929 it slipped 60 fe 
thus making a net gain of 40 feet, or! 
percent of the new business paid / 





Lapses Follow Loans 


“Because policy loans are too oftt 
the forerunner of lapses, life insurant 
executives the country over are co 
cerned over the situation. Many fort 
cast high lapse rates in the immedi 
future.” 

Mr. Gale comes to the conclusion th 
conservation is a problem of manag 
ment since lapse rates vary to such 3 
extent between one agency and anothe 
and between one company and anoihe 


and are subject to extensive control. 1% 
responsibility of euunagennens must 
assumed by the executives of the ce 
pany, he stated. ; 

The secret of persistency 1s prop 


sibility 


selling, and it is the respo! 
the s 


the management to supervis« 
ing. 

“Business which is thoroug 
will result in a low lapse rate, provi 
cordial relations are sustained betwe 
the company and the policy! sIder,’ 
committee reported. “The seeds of pe 
sistency are germinated when the 
takes place. Conservation is, therefot 
a deep rooted subject, going back ! 
the very fundamentals of salesmats" 
and sales management and includes 
its ramification practically every piss 
of agency training. The seleeti on of 


hly s 


agent, selling him the job, his trait 
and his supervision—all play a part ® 
the persistency of the bus iness PF 


duced. 
Proper Selling Important 


“The best business is tha which be 
been sold properly in the first pact 
right type of prospect who has oy she 

> has ¢ 


need for insurance and w' 
(CONTINUED ON PAGE 12) 
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Pension Plans 
for Teachers 


R. B. Robbins Discusses Prob- 
lem Before the Actuarial So- 
ciety of America 


REVIEWS SOME SYSTEMS 


Arthur Hunter of the New York Life 
Presents a Paper on Border 
Line Risks 





BOSTON, Oct. 16—At the semi-an- 
nual meeting of the Actuarial Society of 
America, R. B. Robbins, vice-president 
Union Labor Life, spoke on “Teachers’ 
Pensions and Our More General Old 
Age Problem.” 

The paper reviews a number of char- 
acteristics of different teachers’ retire- 
ment systems with the question in mind 
of what bearing these retirement sys- 
tems might have on the more general 
old age problem which has become so 
prominent in this country in recent 
years. While the writer gives many ref- 
erences from different recent publica- 
tions to establish that the efficiency of 
the teaching service is the object now 
sought through retirement systems, he 
expresses the view that this is not suffi- 
cient and that there are provisions com- 
mon to most teachers’ retirement sys- 
tems which could well be reviewed to 
see if they are helpful in the solution 
of the more general old age problem. 


Three Important Features 


_Three important features in which re- 
tirement plans differ are discussed at 
length, these features being: 

1. Benefits available upon withdrawal 
from teaching. 

2. Forms of withdrawal equities. 

3. Service requirements for retire- 
ment. 

Many references are given to show 
that there is a general tendency to 
Strengthen the benefits available upon 
withdrawal from coverage under a re- 
tirement system, this being due to a 
growing recognition of pension benefits 
as a torm of deferred pay. 

Urges Building of Reserve 


The paper points out that in practi- 
cally all retirement systems the benefit 
available upon withdrawal is paid in 
cash and states the view that this should 
not be the case, but that money set 
aside to provide for old age should be 
required to be reserved for that purpose 
regardless of what change may be made 
m occupation. The view is expressed 
that while the teaching profession may 
be interested in a person only while he 
is teaching, society is interested in his 
old age regardless of change of occupa- 
tion. The seriousness of this fact is em- 
Phasized by pointing out that a large 
Proportion of those who teach change 


their occupation before they are eligible 
for retirement. 


Service Requirement 


. € paper states that the great ma- 
jority of teachers’ retirement systems 
ae a certain number of years of 
Service as a condition for retirement and 
gives many references to show what 
— to be a prevailing opinion that 
's should be the case. The view is 
ae that when retirement equities 
ene entirely non-forfeitable and 
rane able and made at least roughly 
: Portional to the number of years of 
€rvice rendered, it will not be neces- 
Sary nor advisable to have a service 
(CONTINUED ON PAGE 11) 
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Sales in September Only 
1.2 Per Cent Below 1929 





NEW YORK, Oct. 15.— Production 
of new life insurance for September, 
showed a decline of only 1.2 percent 
compared with the same month of 1929, 
according to figures of the Association 
of Life Insurance Presidents. This is 
a considerable relative improvement 
over August, which was 8.7 percent be- 
low August, 1929. The total volume 
of new business for the first nine 
months of this year is still a little ahead 
of the 1929 aggregate for the same 
period. The increase for the first three- 
quarters of the year is .2 of 1 percent. 
This means that $16,000,000 more new 
life insurance has been bought thus far 
this year than last year. For the nine 
months group insurance is 2.1 percent 
ahead of last year. Ordinary insurance 
is .05 of 1 percent ahead and industrial 
insurance is .2 of 1 percent less than 
last year. 

For September new ordinary insur- 





ance of the companies reporting amount- 
ed to $545,481,000 against $608,869.000 
in 1929, a decrease of 10.4 percent. New 
industrial insurance amounted to $210,- 
423,000 against $221,006,000 in 1929, a 
decrease of 4.8 percent. New group 
insurance was $138,492,000 against $75,- 
151,000 last year, an increase of 84.3 
percent. The aggregate of all classes 
for September, 1930, was $894,396,000 
against $905,026,000 for September, 1929, 
a decrease of 1.2 percent in comparison 
with that year. 

For the nine months new ordinary 
insurance amounted to $6,552,079,000 
against $6,548,857,000 last year, new in- 
dustrial insurance was $2,170,066,000 
against $2,174,377,000 and new group 
insurance was $850,752,000 against $833,- 
293,000. The total of all classes writ- 
ten for the nine months was $9,572,- 
897,000 against $9,556,527,000 for the 
same period of 1929. 











Nolan Says Life 
Companies Made 
Chicago Behave 











Life insurance companies, by threat- 
ening to withhold loans, are the great- 
est disciplinary influences in Chicago 
politics, according to Preston Nolan, 
well known appraiser for life insurance 
companies and banks, who addressed a 
luncheon meeting of the Cook County 
Field Club, an organization of fire in- 
surance men. 

When Chicago’s tax muddle was at 
its worst, and there was little public 
confidence in municipal securities, Mr. 
Nolan was asked by a Chicago banker, 
he said, to ask financial experts of the 
Metropolitan their opinion of the Chi- 
cago situation. The experts replied that 
the Chicago tax rate was just below the 
danger point or the point beyond which 
the Metropolitan refuses loans, but if 
the rate increased by an “inch” the in- 
surance companies would make Chicago 
get back in line. That analysis was re- 
assuring to Chicago bankers, who were 
so close to the scene that they were un- 
able to get a true perspective, Mr. No- 
lan asserted. ; 

“I consider life insurance companies 
the best stabilizing influence in Chi- 
cago,” Mr. Nolan declared. 

The speaker added that the life insur- 
ance companies were the truest finan- 
cial advisers and a haven of soundness 
in the present financial upheaval. Dur- 
ing the stock market boom life insur- 
ance companies in the United States 
were not involved in the stock market 
and had no special interest to promote. 
This was not true of the big banks Mr. 
Nolan said which were mixed up in the 
stock market and whose counsel was 
prejudiced. 





New Home Office Progressing 


Construction of the new home office 
of the American Central Life on Fall 
Creek boulevard in Indianapolis ‘has 
gone along rapidly this summer and it 
is expected the building will be ready for 
occupancy in time for dedication next 
May when the company’s representa- 
tives will gather for the occasion. 


New Detroit Life Directors 


The Detroit Life announces the elec- 
tion of Harry H. Sanger and Dr. Ralph 
Badger as directors. Mr. Sanger is presi- 
dent of the National Bank of Commerce 
of Detroit. Dr. Badger is a noted econ- 
omist and was formerly dean of the 
school of economics of Brown Univer- 
sity. 





Distinguished Guests 
at Prudential Meeting 





NEWARK, Oct. 16.—More than 300 
leaders in the political, religious, pro- 
fessional life of New Jersey and the 
Newark district in particular, were 
guests of the Prudential at its annual 
luncheon. The reception marked the 
55th anniversary of the founding of 
the company and has been an annual 
affair ever since its fiftieth birthday. 
Dwight W. Morrow and President Ed- 
ward D. Duffield posed for newspaper 
photographers following the luncheon. 

Among the prominent guests at the 
luncheon were Dwight W. Morrow, 
Senator David Baird, Jr., and H. F. 
Kean, State Senators Charles C. Read 
and T. B. Dowes, Congressmen F. A. 
Hartley, Jr., and Franklin W. Fort, 
Mayor J. T. Congleton of Newark. 

President F. H. Ecker of the Metro- 
politan Life of New York; President 
John R. Hardin, Vice-Presidents J. R. 
Thompson and Oliver Thurman, Secre- 
tary Harry H. Allen, Treasurer Milo 
W. Wilder, and Edward O. Stanley, all 
of the Mutual Benefit Life of Newark; 
President C. Weston Bailey and Sec- 
retary Frederick Hoadley of the Amer- 
ican Fire of Newark; President Neal 
Bassett of the Firemen’s Fire of New- 
ark; President E. J. Heppenheimer of 
the Colonial Life of Jersey City, N. J., 
were among the insurance company 
officials at the luncheon. 


Warns of Unlicensed Carrier 


Thomas F. Behan, acting superinten- 
dent of insurance of New York, says in- 
quiries have been received from citi- 
zens of the state concerning the New 
England Reserve Association, Kansas 
City, Mo., which furnishes a life insur- 
ance benefit in the maximum sum of 
$300. He states that this association 
has no authority to transact business in 
New York and citizens are warned 
against dealing with it on the assump- 
tion that it has received a certificate of 
authority. 





Mellor Celebrates Anniversary 


Sigourney Mellor, president of Sig- 
ourney Mellor & Co., Philadelphia gen- 
eral agents for the Home Life of New 
York, was host to the members of his 
agency at a dinner in celebration of the 
agency’s second anniversary. 

The guest of honor and principal 
speaker was President James A. Fulton 
of the Home Life. Mr. Fulton said that 
while times might be hard and the num- 
ber of unemployed large, that there were 
signs of improvement and that there 
were people working. 





Practical Hints 
Given to Agents 


John A. Stevenson and Vash 
Young Hit the Bull’s Eye 
at Big Meeting 


SPOKE IN NEW YORK CITY 


Give Members of the Life Underwriters 
Association Some Suggestions for 
Dull Times 


NEW YORK, Oct. 16.—“Get excited 
about life insurance,” John A. Steven- 
son, manager home office agency Penn 
Mutual Life, told a record breaking 
gathering at the fall dinner of the New 
York Life Underwriters 
this week. 

“Have a simple story, tell it quickly, 
forcefully, to a large number of people, 
and keep moving; show that you think 
you are in the greatest business in the 
world,” Mr. Stevenson urged. 


Association 


Tell a Simple Story 


The problem of life insurance today 
is not to find a more favorable mar- 
ket or an improved product but to get 
a simple story told to enough people, 
the speaker declared. Mr. Stevenson 
warned his listeners not to forget the 
value of the fundamental principles in 
selling life insurance. Many estates are 
impaired and many policies can be sold 
on the old but effective basis of what 
happens to the prospect's wife and chil- 


dren when he dies. 
Acting on Hunches 
Another suggestion was to act on 
hunches when they concerned a pos- 


sible prospect's need for life insurance. 
“I’ve found that when I didn’t some 
other salesman came along and proved 
my hunch was right,” Mr. Stevenson 
said. In support of his conviction that 
life insurance is the greatest business 
in the world. Mr. Stevenson said: “It’s 
a business you can get into at any age. 
You write your own ticket when it 
comes to what you are worth and no 
one is ever criticised for being ambi- 
tious, energetic, and conscientious. 
There is just as good a market for life 
insurance in dull times or periods of 
crisis as during prosperity. The busi- 
ness needs more talent. There is a lot 
of room for a lot more good men. 
You are selling a service that is guar- 
anteed 100 percent.” 
Vash Young a Speaker 


Vash Young, who is known as a 
practical philosopher as well as a star 
producer of the Equitable Life of New 
York, talked on “A Fortune to Share.” 

“About eight years ago my old self 
died,” Mr. Young said. “With him 
were buried selfishness, fear, indecision, 
irritability and the like. My inheritance 
was dominion over self, freedom from 
fear and false apprehension, harmony 
at home. I started giving this for- 
tune away and found I got even more 
in return.” The rewards were rich not 
only spiritually but financially, Mr. 
Young discovered. 

Checking One’s Troubles 


“Success depends on what you think 
during business hours,” Mr. Young 
said. “If you have worries and trou- 
bles, check them at the station before 
you come to the office.” Referring to 
competition Mr. Young said the worst 
kind was to sit around the office think- 
ing why it is a poor time to sell insur- 
ance. 

(CONTINUED ON PAGE 11) 
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No agent can sell all forms 


of policies all of the time. But what agent 
hasn’t written cases where an out of the 
ordinary policy—and only that policy— 
fills the bill? 


The NYNL rate book contains every type 
of life insurance policy for which there is 
a human need. You may talk ordinary life 
five days out of the week, but the sixth 
day you will run into a case which de- 


mands something else. 


With NYNL’s unexcelled policy kit, a 
resourceful agent will turn many an apparent 


defeat into victory. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsioewr 


STRONG-> Minneapolis Minn. ~ LIBERAL 



















C. R. Detrick Will Head 


the San Francisco Life 





PROMINENT IN CALIFORNIA 





Former State Insurance Head Served 
as President of the Commis- 
sioners’ Convention 





SAN FRANCISCO, Oct. 16— 
Charles B. Detrick, former insurance 
commissioner of California, who served 
as president of the National Convention 
of Insurance Commissioners, has become 
president of the San Francisco Life 
with offices in the Russ building. This 
company is being launched by the In- 
surance Foundation, an agency and 
holding company. It is expected that 
the. San Francisco Life will commence 
active operations before the first of the 
year. It is announced that it will be 
strictly modern in every respect and 
will have attractive policies. The ac- 
tuarial work is being supervised by B. 
N. Coates and C. E. Herfurth, well 
known in the actuarial field. A. Sil- 
vers is executive vice-president of the 
new company. 

Mr. Detrick was formerly secretary 
of the California Railroad Commission 
for 7% years, then was state building 
and loan commissioner, and finally in- 
surance commissioner. He is regarded 
as a man of sterling character, courage- 
ous and honest in his convictions. He 
has given special study to life insur- 
ance and is well qualified to serve as 
the executive head of a company. 





Dr. Held Suggests 
Taking Inventory 
of Letter Output 





A valuable criticism of business cor- 
respondence was brought to the Life 
Office Management Association in an- 
nual conference at Chicago by Dr. Felix 
E. Held of Ohio State University. 

The correspondence of a corporation 
is just as representative of a firm as an 
individual letter is representative of the 
individual, Dr. Held observed. It can 
be good advertising or poor advertising 
for the corporation and it is so impor- 
tant that he recommended taking an 
inventory of the letter output and super- 
vision of correspondence. 

As to contents of letters, Dr. Held 
advised practicing the art that conceals 
art. Letters should be prepared with a 
continuity of thought so that the reader 
is not distracted by the form of the let- 
ter from the message. Whatever order 
is decided upon in presenting the idea 
or the message, or whatever order is 
applicable, Dr. Held advised his listeners 
to face squarely what the letter is sup- 
posed to do. Then after thinking the 
letter through, prepare it with a con- 
tinuity of thought so that transition 
from point to point is invisible and the 
surface is smooth. Applicability of the 
letter is an important factor, he said. 
It is useful to know something about the 
person to whom the letter is addressed, 
his general social standing, and some- 
thing about his character. 

Perfection of mechanical features is 
indispensable, Dr. Held declared. Punc- 
tuation, spelling, spacing, etc., must be 
correct. Also the type of paper, the let- 
terhead, the color of the ink, should be 
artistic. 


Actuarial Meeting in Boston 

The semi-annual meeting of the Actu- 
arial Society of America is being held 
at the Hotel Statler, Boston, Thursday 
and Friday of this week. 


The Paul Revere Life has been licensed 
in Oklahoma, with R. K. Grantier, Okla- 
homa City as general agent. 
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Heads Company 








CHARLES R. DETRICK 


Charles R. Detrick, former insurance 
commissioner of California, has been 
elected president of the San Francisco 
Life, which is now being formed by A. 
Silvers, formerly general manager of 
the Associated Life of Los Angeles. 





H. P. Hammond Gets Oficial 
Post with Life Presidents 








H. Pierson Hammond, life actuary of 
the Travelers, has been appointed chair- 
man of the committee on blanks of the 
Association of Life Insurance Presi- 
dents. Mr. Hammond succeeds as chair- 
man of the committee Frederick H. 
Johnston, of the Prudential. 

While actuary of the Connecticut in- 
surance department from 1908 to 1919, 
when he became connected with the 
Travelers, Mr. Hammond served on the 
committee on blanks of the National 
Convention of Insurance Commission- 
ers. He has attended all meetings of 
this committee in the last 22 years. 

Other members of the committee in 
addition to Mr. Hammond are J. D. 
Craig, actuary of the Metropolitan and 
John S. Thompson, vice-president and 
7; ee of the Mutual Benefit 

ife. 


House Organ for Clients 


Policyholders of the Security Life of 
Chicago are receiving this month a spe- 
cial issue of the company’s house orga, 
on the front page of which appears 4 
message of greetings from [resident 
Machir Dorsey. A feature of the pub 
lication is a list of all the death claims 
paid by the company in 1929, as well as 
a number of human interest features re 
lating to life insurance. 


Hiller with Great American 


The Great American Life of Denver 
has elected William J. Hiller, formerly 
of Lincoln, Neb., secretary and actuary, 
and vice-president and actuary of the 
Continental National Life, a subsidiary: 

Mr. Miller has been connected with 
the Bankers Life of Lincoln 15 years, 
He is a graduate of the University 0 
Michigan, having ‘specialized in actu 
arial science there. He is a fellow ™ 
the American Institute of Actuaries ane 
for the past ten years has bec a mem 
ber of the faculty of the University o 
Nebraska, teaching actuarial mathem 
tics, life and general insurance. 


The Sterling Life, Health & Accident 
of Los Angeles, following the reinsu 
ance of its outstanding busines: has 
Pacific States Life of Hollywood, . 
applied to the California de! 


permission to retire from bu ness. Seed 
control of the Sterling was Perse 


by the Pacific States several 
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October 17, 1930 


Nearly 1,000 at 
Omaha Meeting 








Prominent Men Representing All 
Parts in Insurance World 
Speak 


DORT SUGGESTS CHANGES 


Advocates Taking Business Out of 
Politics—Urges Additional Punish- 
ment for Misrepresenting Policies 


OMAHA, Oct. 16—Marked by an 
attendance of nearly 1,000, Nebraska In- 
surance Day was held here last Friday, 
sponsored by the insurance division of 
the Omaha chamber of commerce. 

Harry B. Fleharty, assistant city at- 
torney, delivered the address of wel- 
come, to which Chairman Frank T. B. 
Martin responded. 

Among the prominent men of the in- 
world here, for the meeting 


were: W. J. Graham, vice-president of 
the Equitable Life of New York; 
Spencer Welton, vice-president Massa- 
chusetts Bonding; James L. Madden, 
third vice-president Metropolitan Life; 
Dana Pierce, president Underwriters 
Laboratories, Chicago; Edward D. Law- 
son, Chicago, manager western marine 
department, Fireman’s Fund and Com- 
missioner Lloyd Dort of Nebraska. 


surance 


Dort Submits Changes 


A long list of changes in the state 
insurance law was submitted by Com- 
missioner Dort. He declared that com- 
panies should be allowed to do busi- 
ness on a basis of taxation, as nearly 
uniform and equitable as can be se- 
cured. 

Among changes he suggested for 
presentation to the next legislature were: 
Taking insurance out of politics, as sug- 
gested by Governor Weaver, and plac- 
ing it under an official removable only 
lor cause; providing additional regula- 
tion and penalties for persons who mis- 
represent their policies; punishing per- 
sons who slander an insurance company. 
Additional inspection by qualified in- 
vestigators 

Mr. Dort said that, in 1929, there 


were 601 insurance companies doing 
business in Nebraska. Of the total of 
$4,444,553,958 of all insurance in force 
in this state last year, approximately 


one-fourth was with Nebraska compa- 
mes, he stated. He urged the insurance 
men of Nebraska to be diligent in tak- 
ing precautions “against the diseases 
and evils which may from time to time 
attack the insurance business.” 

Writing at Yop Records 

_Life insurance companies of the 
United States,” said Mr. Graham, “are 
Writing at the top record. The volume 
iS about equal to last year, which was 
a record year.” 

C. R. MecCotter, chairman of the in- 
surance division of the chamber of com- 
merce, was chairman at the banquet. 
The principal address was given by 
Vice-president J. L. Madden, of the 

Life, on “Insurance as a 


Metropolit i 
Social and Economic Stabilizer.” 


“Amounts involved in group policies 
reached ew peak when the Union 
Pacific took out a 100 million dollar 
policy covering employes over its en- 
ure system,” said Mr. Madden. “Life 


insurance 


has shown itself to be prac- 
tically a de 


pression-proof business. The 


Volume, surplus and assets of compa- 
mes have held up in the face of the re- 
cent general business decline. Life in- 
surance is organized thrift. It has been 


(CONTINUED ON PAGE 13) 





LIFE INSURANCE EDITION 





Conservation? Bah! 
Office Men Told 
by One Executive 











In the report of the committee on 
compilation and use of persistency rec- 
ords to the Life Office Management 
Association in Chicago was included an 
expression of opinion from the president 
of a company who seems to be a 
staunch opponent of conservation work. 
The name of this executive was with- 
held in the report. 

“I have never seen a conservation de- 
partment that amounted to anything 
nor have I ever seen a country agent 
or an agent taking notes who wrote 
business that renewed,” this executive 
was quoted as having asserted. “It 
seemed to me that the companies that 
did the smallest amount of conservation 
work had the smallest lapse ratio. 

“We,” he continued, “started out on 
the theory that we would have no coun- 
try agents, no conservation department, 
that we would write no letters to policy- 
holders, that we would express no pref- 
erence as to the class of business, that 
we would send out only two notices, and 
that we would write no letters. 


One Percent Lapse Ratice 


“At the present time we have a 50 
percent ratio under the business of one 
country agent, the account being a small 
one. Our lapse ratio is about 1 percent 
on the entire business, we have taken 
no notes, we have written no letters to 
policyholders, and when we receive let- 
ters saying that policyholders wish to 
give us a renewal note, we return the 
letters, indorsing them with a brief ex- 
pression of regret. 

“I am a great believer in no contact 
with policyholders, no duns, no bills, no 
letters, and an attitude of entire indiffer- 
ence. 


Called Useless, Expensive 


“About one of the most useless and 
expensive parts of home office manage- 
ment is a renewal and conservation de- 
partment. I believe agents who pay 
their nets promptly have no loss ratio; 
I believe letters to policyholders are 
necessarily apologetic, evidence of weak- 
ness or just plain duns. 

“I still believe,” he concluded, “that 
it is better to have one clerk to every 
three millions than it is to have three 
times that many clerks partly engaged 
in the various matters that are grouped 
around the conservation idea.” 





Dort Propos 


7 


es Many Bills 


to Correct Business Evils 





A set of 22 insurance enactments and 
subjects which should come before the 
Nebraska legislature at its next session 
was presented by Commissioner Lloyd 
Dort of Nebraska in his address at 
Omaha during Nebraska Insurance Day. 
These bills, according to Mr. Dort, 
would all be in the best interests of in- 
surance and business. 

Mr. Dort’s first proposal was that the 
insurance commissioner be removable 
only for cause. This would take insur- 
ance out of the “tide and sway of polli- 
tics,” the commissioner declared. More- 
over, Mr. Dort recommended that ade- 
quate appropriations be made to provide 
for inspectors and investigators so that 
investigations might be conducted by 
recognized and efficient methods. 


Twisting, Misrepresentation 


“Additional regulation, supervision and 
penalties should be provided for all per- 
sons and agents guilty of misrepresen- 
tation and twisting. Probably conviction 
could be had and penalty assessed under 
the general penalty act but law and pro- 
cedure are inadequate,” he declared. 

Sandwiched in among the recommen- 
dations was a law providing qualifica- 
tion for agents. 

Assessment Companies 


In the statute on limitation of liability 
for assessment in assessment companies, 
the amount of the limitation should be 
made more definite, Mr. Dort advised. 
A section of the law relating to removal 
to federal court and penalty therefor 
should be eliminated by repeal, because 
that section has been held unconstitu- 
tional, Mr. Dort declared. Two sections 
pertaining to violation of the laws of 
insurance, Mr. Dort believes, should be 
incorporated in the insurance code of 
laws. Another section, he declared, 
should be amended by providing a pen- 
alty for not filing annual statements 
within the statutory time. 

“Where complaint is filed with the 
county judge the cost should not in the 
event of failure to convict the agent, be 
assessed against the complaining as- 
sured,” Mr. Dort asserted. “Cost should 
be assessed as upon a complaint filed by 
a county attorney. Additional authority 
should be conferred upon the depart- 
ment and adequate procedure for cancel- 
lation of license provided. For misrep- 
resentations and for twisting and like 
violations of law a direct penalty per- 





haps should be provided in addition to 
cancellation of license. The general 
penalty and procedure to operate there- 
under are not sufficiently direct and 
certain.” 

Incorporation of Companies 


Another section pertaining to incor- 
poration of companies, Mr. Dort de- 
clared, should contain a provision that 
companies in process of organization 
should qualify for business operation 
within a reasonable stated period after 
their articles of incorporation have been 
approved by the department. Money 
collected, he explained, is often retained 
for an unreasonable length of time with 
no progress on the part of the embryo 
company. There is danger of loss to 
interested persons and court action 
should not be required to obtain re- 
funds of money advanced in a cause that 
is either hopeless or indefinitely post- 
poned for action. 

Moreover, Mr. Dort believes some 
definite statute should be enacted af- 
fording jurisdiction and procedure for 
supervision of the sale of capital stock 
of insurance companies. Such stock, he 
observed, is excepted from the securi- 
ties act or “blue sky law.” 

Mr. Dort’s final recommendation was 
for the enactment of three companion 
laws to strike at the evil of unadmitted 
foreign insurers doing business by mail, 
radio, and advertising methods. 

“Unadmitted foreign insurers are do- 
ing unauthorized insurance business in 
this state,” Mr. Dort observed. “The 
excuse for not being admitted is that 
they do not wish to do business through 
agents but only by mail, radio and ad- 
vertising methods. It is not necessary 
to discuss the evils of such unauthorized 
business nor the unfair competition that 
necessarily results in discrimination to 
some extent against the authorized busi- 
ness. The mandate to the legislature 
expressed in the constitution of Ne- 
braska is: ‘The legislature shall provide 
by general law for the organization, reg- 
ulation, supervision and general control 
of all corporations. * * * Foreign cor- 
porations transacting or seeking to 
transact business in this state shall be 
subject, under general law, to regula- 
tion, supervision and general control, 
and shall not be given greater rights or 
privileges than are given domestic cor- 
porations of similar character.” 
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N. Y. Department 
Rules on Disability 
Committee’s Report 











ALBANY, Oct. 16—The New York 
insurance department has issued a rul- 
ing regarding the minimum valuation 
requirements for disability benefits in- 
cluded in life policies issued after June 
30, 1930, based on the findings of the 
joint disability conrmittees appointed by 
the insurance commissioner. The basis 
for the new valuation will be the tables 
based on the Class III experience as 
contained in the report of the committee 
on disability experience, published by 
the Actuarial Society of America in 
May, 1926. 

“I have been informed,” says Thomas 
F. Behan, acting superintendent in his 
ruling, “that complete reserve tables for 
most plans of insurance and for interest 
at 3 percent and 3% percent have been 
prepared in the offices of some of the 
larger life insurance companies and will 
be published and distributed in the near 
future by the Actuarial Society of 
America. The tables provide for a four 
months’ qualification period with one 
month’s disability income benefit pay- 
able upon qualification but with the 
waiver benefit applying to all premiums 
falling due after the commencement of 
disability. 

Constitute Minimum Valuation 


rule that these 
tables with 3% percent interest shall 
constitute the minimum valuation re- 
quirements in this state for disability 
benefits on active and disabled lives 
with the following modifications sug- 
gested by the joint committees: 

“1. On account of increased risk of 
disability on female lives, active life re- 
serve held on such lives should bear the 
same ratio to those for the corresponding 
benefits running to age 60 on male lives 
that the premium charged to women 
bears to that charged to men subject to 
limitations that where benefits granted 
to women run to age 60 the ratio of 
reserves should in no event be less than 
150 percent and that where the benefits 
granted to women run only to age 55, 
the reserve for these benefits be not less 
than 125 percent of the reserve for cor- 
responding benefits running to age 60 
on male lives. Where the benefit issued 
to women is waiver and monthly income 
of $5 per 1,000 at the same rate as 
charged to men for waiver and monthly 
income of $10 per 1,000, the reserves 
held may be the same in the two cases, 
regardless of the terminating age of the 
benefit to female lives, inasmuch as such 
values would sufficiently closely approx- 
imate to those which would be obtained 
by the above rule. 

Ignore Temporary Claims 

“2. While claims on disabled lives 
(male and female combined) will be 
valued by a select table, the age at dis- 
ability in the case of temporary claims 
with 25 years or less to run and for 
whole life claims during the first ten 
years after disability may be ignored 
and the average reserve factors used 
which are recommended by the joint 
committees. 

“Where the qualification period for 
the income benefit on male lives is 
greater than four months, suitable modi- 
fications should be made in the formulae 
and reserves. * 

“In 1928 and 1929 the gain and loss 
exhibits of life companies authorized in 
New York State show that the net 
losses from disability were $16,876,644 
and $20,470,192, respectively. While 
these figures are subject to certain ad- 
justments, it is self-evident that the 
losses are substantial. In the case of a 
mutual company, this means that hold- 
ers of participating contracts which do 
not contain a disability benefit or which 


“T have decided to 


Patterson Agents at Outing 























The aggregation of “birdie” experts 
presented above as they appeared at the 
annual field day of the Alexander E. 
Patterson general agency of the Penn 
Mutual Life in Chicago, is expert also 


line—selling life 
organization has been 


in another 
The Patterson 


insurance. | 


| the cynosure of all eyes this year be- 


cause of its extraordinary record of con- 
tinued large paid production increases. 
The agency in September concluded its 
19th million dollar month in paid for. 
Production for most months has gone 
well over that figure. 








Manly Gets Reminder 
of His Boyhood Days 


One of the pleasant features at the 
celebration of the silver jubilee of the 
Indianapolis Life was the presentation 
to President Frank P. Manly of a stone 
on which he knelt to drink from a spring 
while he was a boy at his birthplace at 
Rushford, Minn. The presentation was 
made by A. H. Kahler, manager at Pe- 


oria, Ill. A year ago Mr. Manly at- 
tended a home-coming at his native 
town. As he was driving down a hill 


not far from the old Manly homestead 
he passed a spring. Mr. Manly had his 
car stopped, saying that he never passed 
this spring as a boy without getting a 
drink of water. As he knelt down to 
reach the water his knees rested on a 
stone. He remarked that this was the 
very stone on which he knelt as a boy. 
Some Indianapolis Life men recovered 
that stone from its mossy bed where it 
had rested for upwards of 60 years and 
had it brought to the home of the In- 
dianapolis Life where it will remain, 
bearing a brass plate with the following 
inscription: 

“This stone, upon which Frank P. 
Manly, founder and president of the In- 
dianapolis Life Insurance Company, 
knelt to drink when a school boy was 
taken from a spring near his birthplace 
in Houston county, Minn., and was pre- 
sented to the company by his associates 
on its silver anniversary, 1930.” 


American Life Agents Meet 


A two-day meeting of the Colorado 
agency of the American Life of Denver 
was concluded last week at the home 
office. 

The company will hold an agency 
meeting at Kansas City, Oct. 20-21, for 
agents in that region. 








substantial form are being assessed with 
a large share of such annual deficiencies. 
Further, as the gross disability pre- 
miums charged for the business issued 
prior to July 1, 1930, are undoubtedly 
inadequate in many cases, such losses 
will in all probability continue and, in 
fact, may increase. I would, therefore, 
request that each company give this 
matter careful consideration and advise 
me what action, if any, is contemplated 
to correct this inequity through an ad- 
justment in dividends. 

“On business issued prior to July 1, 
1930, companies should accumulate over 
a period of a few years such additional 
reserves over and above Hunter’s table 
as appear sufficient in the light of the 
best information available to take care 
of the liberal disability benefits granted 





do not contain a disability benefit of 





in the past.” 





Medical Directors Finish 





Program for Annual Meet 








NEW YORK, Oct. 16.—The National 
Association of Life Insurance Medical 
Directors will hold its annual meeting 
here at the home office of the Metro- 
politan Life Oct, 23-24. The annual ban- 
quet will take place the first evening. 

The following program has been an- 
nounced by Secretary Chester T. Brown, 
associate medical director of the Pru- 
dential. It will include a paper by Dr. 
William Muhlberg, president of the as- 
sociation. 

Titles of papers to be read and their 
authors are “Flarimeter Tests,” Doctors 
L. F. MacKenzie, P. V. Wells, E. G. 
Dewis and L. S. Ylvisaker, all of the 
Prudential; “Heart Problems of the 
Worker,” Dr. C. P. McCord, a heart 
specialist of Cincinnati, O.; “The Past 
and Future of Medical Selection,” Dr. 
Oscar H. Rogers, New York Life; “Bor- 
derline Risks, What Are They? How 
Should They Be Treated?”, Arthur Hun- 
ter, 2nd vice-president and chief act- 
uary of the New York Life; “The Atti- 
tude of Medical Examiners Toward In- 
surance Companies,” Dr. Herbert Old, 
Provident Mutual Life of Philadelphia; 
“The Present Status of Clinical Labora- 
tory Measurements, with a Preliminary 
Note on Electro-Scopometry,” Dr. W. 
G. Exon, Prudential; “Blood and Urine 
Sugar After the Injection of 50 Grams 
of Cane Sugar Preceded by a Regular 
Meal,” Dr. N. R. Blatherwick, Metro- 
politan; “The Determination of Non- 
Protein Nitrogen in the Blood and its 
Relation to Nephritis,” Dr. Otto Folin, 
Harvard University Medical School; 
“Encephalitis Lethargica,” Dr. P. L. 
Rowley, Phoenix Mutual Life, Hartford; 
“A Statistical Study of Policyholders 
Who Are Carrying Large Amounts of 
Insurance,” Dr. J. W. Fisher, North- 
western Mutual Life, Milwaukee; “The 
Human Element in Aviation,” Dr. L. G. 
Sykes, Connecticut General Life, Hart- 
ford, Conn.; “The Mortality of the 
Union Central in Southern States,” Dr. 
William Muhlberg and A. H. Koeppe, 
both of the Union Central Life, Cincin- 
nati; “Pyuria,” Dr. A. P. Clark, Mutual 
Benefit Life, Newark. 


Equitable of Iowa Schools 


The Equitable Life of Iowa is hold- 
ing a series of regional schools. They 
will be held in cities located throughout 
the entire territory. All of the agents 
will be eligible for attendance. The pro- 
gram, which will be instituted at Chi- 
cago Oct. 27-28, will not be completed 
until the Portland, Ore., meeting in 
March, 1931. Dr. Charles J. Rockwell 
and home office officials will conduct the 








programs. 


Discussion Centered on 
Obtaining Ample Profit 


BUILDING PLANS UPPERMOST 


Massachusetts Mutual Life Genera] 
Agents Association Had Very 
Excellent Program 


At the annual meeting of the genera! 
agents’ association of the Massachusetts 
Mutual Life this year the program com. 
mittee attempted to point out a line of 
discussion that would bring out some 
thoughts on building general agencies 
that would give the greatest service to 
the public, company and soliciting agent 
and yet afford a reasonable profit for the 
general agent. The program committee 
found that the question resolves itself 
into how to improve all along the line 
profitably and successfully and how to 
make more money. It was the thought 
of the committee that this objective 
could be best attained by developing the 
best portion of present agency person- 
nel individually or by the unit system 
and by adopting definite means of at- 
tracting men capable from all stand- 
points of transacting business with per- 
sons in better income brackets. It was 
first assured that agencies are physi- 
cally and intellectually equipped to give 
proper and complete education as to 
knowledge of the subject and also 
equipped to properly and completely 
supervise the selling methods of the new 
men, 

Program of the Meeting 


The program was as follows: 

The theme of meeting: “A Definite 
Plan for General Agency Organization 
That Will Increase Production for 1931.” 


(Theme confined to consideration of 
the new agent, recommendation being 
made that.general agents individually 


work out methods of improvement of 


present personnel.) 
Finding the Right Man 





Sources—(a) Young college men: (b) 
casualty and general insurance men: 
(c) attracted by present personnel; (d) 
general methods; (e) from banks—re- 
sult of mergers, on account of chain 


tation 
in a 


store operations, liquidation, lim 
of opportunity resulting in change 
selling policy, etc. 

All features thus dwelt upon contem- 
plate definite, consecutive, well planned 
efforts to add to agency personnel. 





Education—(a) Primary course; (b) 
general methods; (c) specific agency 
methods. 

What do you do with the new man 


from the time he signs the contract up 
until the time that he goes out into the 
field? 

Following through with the new man 
—(a) Personal supervision by general 
agent; (b) supervision by an assistant. 

Discussion of this subject is to touch 
specifically on sales supervision of the 
man on the street, or when he comes 
back to the general agent or supervisor 
with a sales problem. ; 

Financial aspects of plan of organiza- 
tion for 1931—(a) Relation of general 
agent as borrower to bank; (b) genera: 
aspects of agency costs; (c) profits. 


Issue Wildcat Warning 


LANSING, MICH., Oct. 16.—A warn- 
ing is being issued to the Michigan i 


surance-buying public by the insurance 
department in regard to the mail! order 
solicitations in Michigan in behal! of the 
“American Bankers’ Commercial Lite 
Club” of the National Mutua! Benent 
Association. Ralph Wade, second deputy 
commissioner, is urging through the 
daily press that Michigan residents 
ignore all literature of this and similar 
unauthorized concerns operating throug" 
the mails. 

The association claims to be operat 
ing under a Texas charter, Mr. Wade 
said, but inquiry lodged with the Tex 
department divulged the fact that the 
attorney-general of that state _ has 
brought suit seeking to force ! rfeiture 

d under 


of the charter which was grante 








an old law. 
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St. Joseph Life Increases 
Capital as Expansion Step 





NEW PERSONNEL ANNOUNCED 





Missouri Company With Backing of 
Walter W. Head and Associates 
Plans Aggressive Campaign 





As the first step in the expansion pro- 
gram of the St. Joseph Life of Missouri 
since Walter W. Head and a number of 
his friends acquired financial control, 
the capital of the company was in- 
creased from $100,000 to $200,000. This 
will give a surplus, assigned and unas- 
signed, of about $450,000. 

At the same time A. L. McPherson, 
who has been president of the company 
since its Organization in 1913, was con- 
tinued as president by a vote of directors 
and stockholders. 

Mr. Head, who is president of the 
Foreman-State National Bank of Chi- 
cago, as well as being chairman of the 
board of the Omaha National Bank and 
vice-president of the American National 
Bank of St. Joseph, is now personally 
interested in the development of the St. 
Joseph Life. 

New Vice-Presidents 


Raymond A. Baur, Guy C. Kiddoo 
and Cecil E. Vesy, who have been long 
associated with Mr. Head in banking 
and other financial interests, were elec- 
ted vice-presidents and directors of the 
company. Mr. Baur is active vice-pres- 
ident of the Omaha National Bank and 
the son-in-law of Mr. Head. Mr. Kid- 
doo, who recently moved his residence 
to Chicago, is also a vice-president of 
the Omaha National Bank and will take 
an active part in the management of 
the company, spending part of his time 
in St. Joseph. 

Mr. Vesy of Omaha has had a broad 

and successful experience in insurance 
and financial organizations. Mr. Baur 
and Mr. Vesy will also be active in the 
company’s expansion program. 
_ Victor M. Shewbert is the new super- 
intendent of agents. Formerly Mr. 
Shewbert was vice-president and agency 
director of the American Security Life 
of Birmingham, Ala. F. W. Rodgers, 
formerly actuary with the Reinsurance 
Life of Chicago, has been acquired as 
full time actuary. 

The other officers, all of whom_ will 
continue with the company, are: 
McPherson, vice-president and_ secre- 
tary; R. D. Head, treasurer; R. L. Mc- 
Pherson, assistant secretary; Dr. Charles 
H. Wallace, assistant medical director, 
and R. A. Brown, counselor. 

The company is now operating in 
Missouri, Kansas, Iowa and Illinois. An 
aggressive campaign to increase the 
company’s business in these states will 
be conducted before extending the ter- 
ritory in which it operates, according 
to an official statement. 
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Kentucky Merger Is Proposed 





Tentative Agreement Made Between 
Kentucky State Life and American 
Life & Accident 





PP on Kentucky State Life and the Am- 
oa 4 ae & Accident, both Kentucky 
- - ations, have agreed tentatively on 
ment r. nder the tentative agree- 
ites entucky State Life stockholders 
“ie tor their holdings of $10 par 
of Ameer oximately the same number 

‘American Life shares of $2 par value. 


Ohi P 

ce to the Merger was entered by 
tor of + 43S) Vice-president and direc- 
vr of the Kentucky State Life, on the 


ground that it means a loss of $120,000, 
Fn nization cost to his company. 
aS written a letter to stockholders 


asking them to vote against the merger. 
Under the plan Dinwiddie Lampton, 
president of the American Life, would 
be president of the merged companies 
and White L. Moss, president of the 
Kentucky State, vice-president and man- 
ager of agencies. Mr. Moss said the 
$120,000 referred to by Mr. Thomas is 
not loss but money invested in organiza- 
tion and operation of the company. He 
added that this amount is taken care of 
by a clause in the contract and that 
stockholders will suffer no loss. He 
points out that more than 40 percent of 
the proxies were turned over to the di- 
rectors in favor of the merger within 
three days after letters were mailed to 
stockholders. He is confident the merg- 
er will be approved. 

Commissioner Allin of Kentucky has 
approved the merger and replied to Mr. 
Thomas that his view of the merger is 
that the $120,000 is not a loss to the 
stockholders. The company has a paid 
up capital of $300,000. The American 
Life was organized in 1910 as an assess- 
ment company and reorganized in 1924 
as a stock company. It has paid-up cap- 
ital of $105,000. 





Sun Life of Canada 


The Sun Life of Canada has declared 
an extra dividend of $25 per share, pay- 
able Oct. 1 to stockholders on record of 
Sept. 15. 





American Life Convention 
to Meet Next in Pittsburgh 





MAY ALTER SUBSEQUENT PLAN 





Much Sentiment Found for Central 
Point to be the Permanent 
Gathering Point 





The executive committee of the Am- 
erican Life Convention has decided to 
hold the next annual meeting in Pitts- 
burgh, Pa. The dates have not been 
decided but will be some time during 
late September or early October, 1931. 
it has been agreed. 

It will be recalled that the committee 
appointed to select the 1931 meeting 
place unanimously recommended Pitts- 
burgh at the closing session in Chicago. 
However, the question of whether the 
convention should adopt a permanent 
meeting place was then raised and it 
was decided to refer the entire matter 
to the executive committee for decision. 

The committe after selecting Pitts- 
burgh as the 1931 meeting place decided 
that the question of a permanent meet- 
ing place will be presented to the next 
annual meeting. Chicago, because of 





its central location and fine hotel and 
railroad accommodations is favored by 
many members as the permanent meet- 
ing place for annual meetings, 


Pacific Mutual in Thirteen 
Percent Nine Months’ Gain 


Vice-President Parsons of the Pacific 
Mutual has informed the company’s 
managers and general agents that for 
the first nine months of this year the 
Pacific Mutual has an increase of $8,- 
000,000 in new paid business over the 
same period for last year. This is an in- 





crease of about 13 percent. The goal of 
the Pacific Mutual for 1930 is $100,- 
000,000 and if the present production 


rate is maintained throughout the year, 
the company is sure of obtaining its ob- 
jective 


Gets Citizens Life Business 


The Liberty National Life of Bir- 
mingham, which recently purchased the 
industrial business of the Citizens Life 
of Huntsville, Ala., which went in the 
hands of a receiver, has now gotten the 
ordinary business. About $2,500,000 of 
ordinary is taken over. Frank N. Julian, 
former Alabama insurance commissioner 
and now president of the Bankers Fire 
of Birmingham, is receiver. 











The Minnesota Mutual 
is now a 
$200,000,000 Company 


1930 New Business 150% of same 
period 1929 


7th in percentage of growth for 
1929 among Companies over 100 
Million in force 


44 years to reach first 100 mil- 
lion—6 years to reach second 


100 million 


Our Sales Plans Are Working 
May We Tell You About Them? 


The MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul 
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Pension Plans 
for Teachers 


(CONTINUED FROM PAGE 5) / 


requirement for retirement. Under ‘such 
a plan a person might earn portions of 
his final retirement benefit as a result of 
employment by a number of different 
employers. A distinct advantage of this 
plan is that it will alleviate the “dead 
line” problem for employment. An em- 
ployer will no longer need to fear em- 
ployment of a person of advanced years 
since he will be expected to arrange 
only that part of an adequate retirement 
allowance corresponding to the needs of 
service in his particular employment. 


Treatment of Those Who Change 


The point of view of the writer seems 
to be well summarized in the following 
excerpts: “From the standpoint of so- 
ciety in general, it is important to bear 
in mind that the normal person is the 
one who moves from one employer to 
another rather than the one who re- 
mains with the same employer through- 
out life. From the standpoint of society 
in general it is certainly important that 
the great majority of those who enter 
the teaching profession with the most 
serious intentions leave that profession 
without becoming eligible for retirement 
under any of our teachers’ retirement 
laws. These men and women will get 
old just the same as will those who re- 
main teachers and, from the standpoint 
of society, it is even more important to 
provide for them than it is to provide 
for teachers, since they form a much 
larger number.” 

“Withdrawing individuals need pro- 
tection not only against forfeiture upon 
withdrawal but against their own weak- 
ness in case withdrawal equities are 
available in cash. Coupled with com- 
plete nonforfeiture upon withdrawal 
should be a provision that no equities 
built up for the purpose of financing 
retirement should be available in cash. 
This would remove any temptation to 
withdraw from teaching in order to get 


cash and would create a more hopeful 
attitude toward building a retirement 
fund among the large class of those who 
withdraw.” 
Two Formulas Suggested 

Edward Olifiers in his paper on 
“Graduation of Marriage and Remar- 
riage Tab! suggested two formulas 
which n be used in graduating the 
probability of marrying within a year 
at all ages and in computing the values 
ct single and joint life annuities payable 
until death or marriage. The functions 
have some practical application in ap- 
Praising the benefits payable under cer- 
tain worknien’s compensation laws. The 
illustrations which are submitted indi- 


Cate satist: 
that these { 
graduation 
youngest ages, 
Arthur Hunt 
in “Border-| 
a large nu 
to determin: 
sidered bord: 


tory results. It is observed 
rmulas may be used in the 
mortality tables at the 


er of the New York Life 
ne Risks” by investigating 
r of cases has endeavored 
the types which were con- 
line by the medical board 


and the insurance committee. He finds 
that the distribution by impairment is 
different as between policies granted 
Standard or substandard plans. He 
Sivés a summary of the impairments 


which make it questionable whether a 
tase belongs in the standard or the sub- 
standard group. Then he follows with 


oe on the principal types. It is 
© first paper which has taken up this 
debatable ground. 
Webb With Union Labor Life 


P E. Webb, formerly superintendent 
is gents of the Capitol Life of Denver, 
sha with the Union Labor Life of 
ashington, D. C. Mr. Webb is the 


— of E. G. Webb, who some years 
“Webi: the compiler and publisher of 


Comparison Simplified,” 


merged with the Unique Manual Digest. 





Practical Hints 
Given to Agents 


(CONTINUED FROM PAGE 5) 


“That kind of competition is ruinous,” 
he said. When you start thinking that 
way, grab your hat and start out, even 
if it’s only to stick your head in the 
door and ask, “Want any insurance to- 
day?” 

Institutional Advertising 


President Leon Gilbert Simon acted 
as toastmaster, introducing beside Mr. 
Young and Mr. Stevenson, Theodore M. 
Riehle, who heads the membership com- 
mittee, and Frank J. Mulligan, chairman 
of the advertising committee. Mr. Mul- 
ligan told of the work the association 
is doing in the institutional advertising 


of life insurance in the metropolitan 
press. He said that results have al- 
ready been perceived although none 


were looked for at so early a state in 
the campaign. He urged all members 
to contribute to the fund for its sup- 
port, saying that if each were to con- 
tribute the commission on a thousand 
dollar policy he would find himself far 
more than repaid. 


The Paul Revere Life has been licensed 


in Alabama. 











Underwriting the Pilots 








While the underwriting of aviation 
passengers is rapidly becoming a daily 
incident of life insurance routine, the 
proper underwriting of pilots requires 
considerable technical knowledge. Un- 
til such underwriting can be standard- 
ized it should be undertaken only by 
companies which have in their employ 
men familiar with the aviation indus- 
try, was the conclusion reached by the 
aviation committee in the report it pre- 
sented at the American Life Conven- 
tion. 

The report further states: “We be- 
lieve the time is coming in the busi- 
ness of underwriting pilots when a 
basic rate will be formed with percen- 
tage increases for the unfavorable indi- 
vidual factors and percentage reductions 
for the favorable factors disclosed from 
the result of adequate investigation of 
the individual pilot risk. Among the 
important factors—the report lists: 
Whether the pilot does sufficient flying 
to maintain his technique; the total fly- 
ing experience of the pilot; his past 
accident record; the amount of night 
flying done; the character of the ter- 
rain, the type of aircraft, and the effi- 





ciency of its maintenance. Each of 
these factors has a direct and definite 
effect upon the mortality of pilots, as 
is shown by illustrations cited. 

That it would be incorrect to treat all 
pilots alike is indicated by the fact that 
for different groups covered in the 1930 
actuarial report the annual death rate 
varies from a low of 12 deaths per 1,000 
to a high of more than 50. 


Visits Two Big Agencies 

President Henry S. Nollen of the 
Equitable Life of Iowa has visited the 
Sioux City and the Kansas City agen- 
cies. In both successful new business 
campaigns were conducted in honor of 
the chief executive for one week prior 
to his arrival. 

The Sioux City agency, G. U. Silzer, 
agency manager, is one of the Equitable 
of Iowa's strong agencies that has 
helped to make Iowa its leading state 
during each month of 1930. The Kan- 
sas City agency, Herbert H. Hedges, 
general agent, is fourth for the year to 
date among all agencies, and has a well 
organized force. 











Assets $19,000,000 


ON TO QUEBEC! 


The Midland Mutual Life 


will celebrate its 


Twenty-Fifth Anniversary 


with a 
Jubilee Convention 


next July at 
Quebec 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


In force $111,000,000 























THE 


NATIONAL UNDERWRITER 








October 17, 19% 


—. 





























































x 


Z 


STRENCTH OF 
* GIBRALTAR 





POLICY 


EVERYMAN’S 


In its “Modified 3” The Prudential has a policy that 


appeals strongly to every insurable person, but it is 
particularly attractive to purchasers of large amounts 
of insurance because the initial premium approaches, 
as nearly as is consistent with safety, the ULTIMATE 
NET PREMIUM. 


AGE 


20 
30 
40 
50 


SS 


¢ ThE 
PwUDENTIAL SS 


This policy offers the following: 


ANNUAL PAYMENT FOR $5,000 


ANNUAL PREMIUM 


Third Year’s 


Fourth and Dividend Net Payment 

First Three Following Apportioned Fourth Year 

Years Years for 1930 on this basis 
$ 60.50 $ 71.20 $13.20 $ 58.00 
80.25 94.40 16.90 77.50 
115.15 135.45 23.05 112.40 
174.90 205.75 33.10 172.65 


(Payable Quarterly, Semi-annually or Annually) 


Age 15 to 66 
$5,000 and up 


This policy calls for one increase in rate begin- 
ning with the fourth year ; but dividends begin 


at that time and if current experience of the 


will at least equal the increase. 


Company as to earnings continues, dividends 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office - - - 


Newark, New Jersey 
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NOT TOO LARGE 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
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WE HAVE THE TOOLS 


P. and Noa-P Policies—Men and W 
articipating wee fy en omen on Equal Terms—Total 


Help—Direct Contracts, 
Contracts and Special Producer’s Clubs 
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IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund—Vice-Pres. & Agency Director 
ROBBINS, Pres. C. B. SVOBODA, Secy. 


CEDAR RAPIDS, IOWA 


NOT TOO OLD 
NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


Human Relations, Liberal 
















Conservation 
Plans Listed 


(CONTINUED FROM PAGE 4) 
money to pay for it. If the insurance 
has been arranged intelligently to suit 
the needs, the policyholder is going to 
think twice before he lapses any of his 
policies, for each one of them is to ac- 
complish some definite purpose. Instead 
of thinking, ‘I cannot afford to carry 
all of this insurance,’ he is going to 
think, ‘I cannot afford to drop Mary’s 
income policy, nor John’s educational 
policy, nor my mortgage insurance, nor 
my clean up fund.’” 

Furthermore the follow-up work on 
the policy is an important factor in con- 
servation. “We must keep the field man 
informed of the policyholder’s inquir- 
ies,” the committee advised, “of requests 
for changes in the policy, of changes of 
address.” 

Results of Research 


The committee presented the results 
of an investigation of the first year lapse 
rate on business written by five men 
with low lapse rates and eight men with 
high lapse rates. In the low group the 
average size policy was $4,125, whereas 
in the high group it was $2,966. 

In the low group, 88 percent of the 
policies were issued on the annual pre- 
mium plan as compared with 69 percent 
annual premium policies in the high 
group. 

In the low group, 33 percent of the 
policies were on executives, proprietors, 
and managers, whereas in the high 
group only 12.8 percent were written 
on this class. Professional men stood 
about the same in both. In the low 
lapse group only 2.2 percent of the poli- 
cies were on the lives of farmers as 
compared with 15.7 percent in the high 
lapses. In the low lapse group 1.3 per- 
cent were written on students whereas 
in the high group students accounted 
for 12.1 percent of the policies. 


Contractual Provisions 


Among the systems for encouraging 
persistency, the committee, reported, is 
contractual provisions for the persis- 
tency of business. 

The agents’ contracts of a great many 
companies have provisions whereby if 
a policy is issued on a life previously 
insured under another policy which is 
surrendered or allowed to lapse within 
a certain period before or after the issu- 
ance of the new policy, then the com- 
mission on the new policy is subject to 
some adjustment. The contracts of some 
companies also contain a clause provid- 
ing that payment of the agent’s com- 
mission shall be optional if the policy 
has lapsed for more than a certain num- 
ber of days. This enables the company 
to pay the renewal commission to some- 
one else who might be required to serv- 
ice the business of the defaulting agent 
who persistently neglects his renewals. 


Renewal Commissions 


Many companies pay a higher rate 
of renewal commissions the second year. 
This should be instrumental, the com- 
mittee declares, in acquiring business 
which will be persistent at least in its 
early years. 

A large eastern company with a par- 
ticularly low lapse rate, the committee 
observed, is now experimenting with a 
plan of offering a 5 percent additional 
service commission payable on the sec- 
ond year’s premium to agents who have 
a second year lapse ratio below a cer- 
tain figure. Another company with a 
favorable lapse rate has brought out a 
new contract under which the persis- 
tency of business is a factor in deter- 
mining the rate of renewal commission 
which is payable on each year’s issues. 
A Canadian company gives the agent a 
vested interest in renewals and a life 
pension based upon renewals. Another 
company reserves the right to reduce 
renewal commissions to one-half of the 
regular schedule in the event that 40 
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percent of the business written in am 
business year fails to renew the secon 
premium. 


Salary Remuneration 


A few companies remunerate the; 
agents by salary instead of renewul com. 
mission. Another company pays its rep. 
resentatives a certain amount per month 
as soon as they have $400,000 of insy. 
ance in force under their name. 

“We find managers’ contracts, too 
which take into consideration the per. 
sistency of business obtained,” the com. 
mittee reported. 

Another system which is grouped m. 
der the general head of club and cop. 
vention requirements, was analyzed |y 
the committee. 

“The process of conserving busines 
is a dignified and honorable part of th 
agent’s responsibility,” the committe 
stated. “It seems only logical then, ty 
give recognition to conservation whe 
formulating rules for membership o 
agents’ clubs or for attendance at com. 
pany conventions. 


Club Requirements 


“In incorporating a persistency fe- 
ture into club requirements, a certain 
second year renewal ratio may be re. 
quired; persistency may be recognized 
without making it an actual require 
ment; a deduction may be made from 
production credit for poor persistency 
record, or the club may be operated a 
a point basis, allotting some points fer 
persistency record.” Some companies 
the committee adds, maintain clu 
which are purely conservation clubs. 

The most comprehensive plan of ree. 
ognizing persistency in club and conver 
tion requirements, according to th 
committee is that of a middle westem 
company which maintains an agent 
club, membership in which is based pr: 
marily on persistency of business ani 
steadiness of production. It is the honor 
club of the company and members att 
equipped with emblem buttons, speci 
application carriers, engraved club s% 
tionery and cards. Whenever a repre 
sentative’s name appears in the hous} 
organ of this company it is followed by| 
a star denoting that the representative 
is a member of the honor club. Th 
president of the club is entitled to a tn 
to the National Convention of Life Ur 
derwriters, his traveling expenses being 
defrayed by the company. 


Cashier’s Contests 


Another system for combating laps 
tion is to conduct cashiers’ contests 

“The sporting instinct in human % 
ture may be capitalized by a contest 
the committee observed. “There 1s ™) 
doubt that a well organized contest 
which is put over in the right way, ¥ 
stimulate greater effort and cooptt 
tion.” 

Cups, trips to the company conver 
tion, cash prizes or other rewards ™ 
be offered to the cashiers who produ 
the highest renewal rate. : 

House organs, messages and but 
tins, conservation conferences and vs 
ing field offices are other agencies ™ 
stimulating persistency. A house org® 
the committee declared, is an excellet 
means of emphasizing quality proe® 
tion rather than mere production. 

Some companies, the con mittee * 
ported, prepare a periodical record . 
each agency enumerating the vital = 
which enable the reader to sum Up Y 
progress and growth of the age 
Comparisons are usually made with 
statistics for previous years and — 
with the experience of the compaty* 
a whole. 


Encourage Annual Premiums 


. rat diffe 
One company, finding a great ¢ 


ence in its lapse rates on annual, ve 
annual and quarterly business, -_ 
change in its method of figuring c . 
missions in order to encourage the 
ing of annual business. Although fy 
reduction in commission on semi-aem 
and quarterly business was not gr 
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the company reports the change brought 
about a decided drift to the annual basis. 

The report concludes with a detailed 
analysis of comprehensive programs for 
the compilation and use of persistency 
records as prepared by a number of rep- 
resentative companies. 


Nearly 1,000 at 
Omaha Gathering 


(CONTINUED FROM PAGE 7) 


used extensively since the stock tumble 
to rebuild estate. Enormous sums of 
insurance have been sold to fill in the 
gap of stock losses and depressed values 
while the purchaser of the insurance is 
struggling to build anew.” 





Covers Every Type 


“Usages of life insurance have been 
greatly expanded in recent years, until 
it reaches out to cover the rich as well 
as the man without property. Last 
year, insurance in the amount of $8,000,- 
000 was taken out on the life of a man 
whose inheritance taxes would exceed 
the amount. This shows the foresight 
in preparing for payment of a tax which 
otherwise might cause great sacrifice in 
the sale of securities not only to the 
estate but to other persons associated in 
the business enterprises of the man.” 

He said group insurance thas had a 
remarkable growth in Nebraska, with 
about 75 million dollars in force, or 
equal to $60 per inhabitant. 

Speaking as a lawyer and an under- 
writer, Frank T. B. Martin deplored 
“harmful, vicious and malicious legisla- 
tion” directed at honest business, term- 
ing it one of the causes of increases in 
insurance rates. There are 2,000 pro- 
posed laws before legislatures affecting 
insurance, he stated. 

“The bill the American public pays 
each year for insurance premiums 
amounts to $5,250,000,000,” said Mr. 
Martin, Nebraska policy holders con- 
tributing $50,000,000 of that sum. He 
estimated that insurance day this year 
brought more insurance men from every 
branch of insurance in Nebraska than 
have ever been assembled in the history 
of the business. 





Net Results Is 
Meeting Topic 


(CONTINUED FROM PAGE 3) 


the case and, perhaps, settle the argu- 
ment. 

For the last two years the program 
has given special attention to the educa- 
tion and training of agents, with a view 
to stimulating attention toward better 
methods. Two special conferences of 
educational directors have been held at 
other times. Much activity on the part 
ot companies has resulted and many 
interesting training plans have been put 
into operation. H. G. Kenagy of the 
Research Bureau, who has studied, 
taught, and thought about salesman 
traming for ten years, will attempt to 
answer these and related questions: 
What have we learned about training? 
What is the proper training function of 
the home office? What are the elements 
of a sound training program? 

Will Give Valuable Talks 


Summarizing, in a sense, the entire 
Program, two addresses scheduled for 
the afternoon of the second day should 


“erve to stimulate definite activity in 
putting into effect the valuable ideas ad- 
vanced by preceding speakers. Thomas 
I. Parkin 


.. arkinson, president of the Equitable 
Life of New York, will address the 
gathering on the relation of the agency 
department to the other home office 
departments. The question involves a 
“iscussion of the functions of the 
agency department, and the point of 
view of so notable an insurance execu- 
tive will make his remarks of particular 
Significance, 

John 





Marshall Holcombe, Jr., man- 





ager of the Research Bureau, will close 
the meeting with a searching, question- 
raising discussion of the subject: “A 
Five-Year Look Ahead.” Undoubtedly 
Mr. Holcombe knows intimately more 
life insurance agency executives than 
any other man in the business. Adding 
the product of these intimate contacts 
to the results of specific research inves- 
tigations, Mr. Holcombe will unques- 
tionably turn the searchlight on the ade- 
quacy of present methods for achieving 
the net results which will signify the 
progress in the next five years. 
Cooperative Advertising 

M. A. Linton, vice-president Provi- 
dent Mutual, chairman of the coopera- 
tive advertising committee, will present 
a report of the progress of his commit- 
tee in getting support for a cooperative 
national advertising campaign. He ex- 
pects to report some “net results,” too. 

James A. McLain, agency vice-presi- 
dent Guardian Life, chairman of the 
association’s thrift week committee, will 
report on the proposed activity for life 
insurance day next year. 

The meeting is particularly fortunate 
in its chairmen. Frank L. Jones, Equi- 
table Life of New York, chairman of 
the Research Bureau executive commit- 
tee, will preside the first day. A. N. 
Mitchell, Canada Life, chairman execu- 











Tells Metropolitan’s Mental Test System 








An analysis of the results of the men- 
tal tests to which applicants for employ- 
ment in the Metropolitan have been sub- 
mitted since 1906, was presented to the 
Life Office Management Association at 
the annual conference in Chicago by H. 
L. Rhoades, assistant to the third vice- 
president of the Metropolitan. 

Mr. Rhoades admitted that the tests 
do not produce an infallible gauge of the 
applicant’s ability. He said that the 
tests have been principally useful in de- 
termining exceptionally deficient persons, 
whose inferiority would not have been 
detected in the course of ordinary inter- 
views. Also the tests have been used 
in placement work within the organiza- 
tion, those receiving low grades on the 
test being found to be suitable for filing 
work or other purely mechanical cleri- 
cal tasks. 

Mr. Rhoades observed that following 
the war intelligence tests were in high 
favor but soon, because their value was 





tive committee Association of Life 
Agency Officers, will be in the chair the 
second day. 








over-emphasized, they were discredited. 
Now he said they may be criticized in- 
telligently and their proper value appre- 
ciated. 

All applicants for clerical employ- 
ment in the Metropolitan are given the 
mental test and are twice interviewed. 
If the interviewer is favorably impressed 
and a vacancy exists, the applicant is 
employed if the results of the test are 
satisfactory. Accuracy accounts mofe 
than speed on the test. 

The Metropolitan has discovered that 
those who receive the lower grade in 
the test are likely to survive in their 
jobs longer than those in the excellent 
group, who seem to be more restless. 
In other words, he said, the “mental 
failures” stick to their jobs. ‘ 

In conclusion, the Metropolitan is 
convinced, according to Mr. Rhoades, 
that some form of mental test is suffi- 
ciently valuable to deserve considera- 
tion. He warned, however, that the test 
probably is only suitable for the larger 
corporations. Because the tests only in- 
dicate general tendencies, they are not 
suitable for corporations too small to 
profit by general averages. 

















Royal Union Life Building 
Cor, Seventh and Grand Ave. 
Des Moines, Iowa 


A COMPLETE POLICY SERVICE . 


The Royal Union Life Insurance Company offers a full and complete 
line of policies to answer every agency need: 





ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Age limits 0 to 60. 


Women accepted on equal 
basis with men. 


Non-medical privileges. 
Rapid plan inspection service. 


Juvenile policies with pre- 
mium payor insurance added. 


Group life insurance. 


If you are not now under con- 
tract and are looking for a 
profitable agency connection 
it would pay you to investi- 
gate our proposition. 
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Work of Management Association 


Eveé® since industrial and commercial 
accomplishments have become subjects of 
popular interest we have observed certain 
institutions being acclaimed as having at- 
tained the acme of perfection in particular 
phases of management. For many years 
the PennsyLvANIA RatLroap was looked 
upon as being the final word in transporta- 
tion. The old Stanparp Or Company 
of New Jersey built up a reputation as the 
cutstanding example of successful world- 
wide marketing. Joun Patrerson made 
the Natrona Casu Recister the example 
and envy of all who aspired to modern 
marketing methods. We have observed 
the Ford plant as being accepted the world 
over as having inaugurated a new era in 
economical mechanical production. 

We rightfully view life insurance, con- 
ducted on a large scale, as a typical Ameri- 
can conception—one of the great public in- 
stitutions. Is it not a worthy ambition to 
look forward to the time when this busi- 
ness, with its intimate and frequent con- 
tacts with millions of our people, should 
be recognized as the outstanding accom- 
plishment in scientific office organization 
and management? The production of our 
home offices is reaching some 75 millions 
of people many times each year. We, as 
an institution, are in the limelight as per- 
haps is no other single business. The 
office shares with the field the mouthpiece 
of life insurance. It is the medium by 
which public relations may be built up or 
destroyed. 

It was with a recognition of this position 
of importance held by the office that in- 
spired a group of administrative officers of 
life insurance companies, back in 1924, to 
organize the Lire Orrice MANAGEMENT 
Association. The problems of the life 
insurance office are well adapted to group 
study in view of the high degree of stand- 
ardization existing in the business. More- 
over, the ever-increasing cost of home 
office administration has made it a problem 
of major importance. The Lire Orrice 
MANAGEMENT ASSOCIATION has selected a 
field of interest not covered by any of the 
older organizations. As contrasted with 


such specialized associations as the actu- 
arial, agency, medical, etc., the Lirr 
OrricE MANAGEMENT ASSOCIATION has 
directed its attention to the broader field 
of home office administration and all that 
it comprehends. 

That there is an active interest among 
the executives in the problems to which 
this organization has directed its attention, 
is evidenced by the very significant growth 
of the association and the active interest 
manifest in its recent annual conference. 
It is probably true that many of the major 
executives have failed to realize the sig- 
nificance of the work being accomplished 
by this association. In a quiet, unostenta- 
tious manner it has proceeded to develop 
its particular field of activity—and, to pre- 
pare well-thought-out scientific reports on 
problems of mutual interest, so that today 
it is recognized as one of the leading 
organizations devoted to the field of man- 
agement. The numerous addresses and 
committee reports presented at its seventh 
annual conference are most significant con- 
tributions to the literature on office man- 
agement. 

It is interesting to observe that this 
organization, starting from scratch six 
years ago, has attained the position of 
leadership among life associations when 
viewed from the angle of volume of busi- 
ness in force of its member companies. 
The secretary recently announced that the 
association now has 140 active members 
whose accumulated volume of business in 
force exceeds 91 billion dollars. The or- 
ganization has 15 associate members repre- 
senting life companies located in Germany, 
England, Australia, Japan, South America, 
India, Czechoslovakia and Switzerland. 





THE man who makes a careful study 
of himself, appreciates his own weak- 
nesses, knows his own strength, real- 
izes his own qualifications and limita- 
tions gets in his proper groove in life 
and then naturally applies himself to 
his job, wift succeed when others who 
are looking for greener pastures will fail. 











PERSONAL SIDE OF BUSINESS 








James F. Malone of Pittsburgh, for- 
mer president of the Pittsburgh city 
council, has joined the ranks of the 
“millionaires” by placing more than 
$1,000,000 of new life insurance in the 
past eight months. He is a general 
agent of the Reliance Life. Mr. Malone 
has led the national sales organization 
of the Reliance Life, consisting of 1,500 
agents, since May. He contracted with 
the company Feb. 1. Two months later 
he qualified on a paid business basis for 
the eastern division convention of Re- 
liance agents in Havana. 

The large volume of business which 
Mr. Malone has done in a comparatively 
short time is composed of 69 cases rang- 
ing from $1,000 to $75,000. He has 
written at least one case a week for 
36 consecutive weeks. 


D. K. Martin, special agent for the 
Aetna Life with headquarters at San 
Antonio for several years, has been ap- 
pointed a member of the Texas state 
highway commission by Governor 
Moody. He will continue his insurance 
connections. 

In 1927 and 1928 Mr. Martin led the 
United States in production for the 
Aetna. He was second in production in 
1929 and his 1930 production may set a 
new mark, 


Carroll H. Jones, South Carolina man- 
ager for the Fidelity Mutual Life with 
headquarters at Columbia, recently com- 
pleted 30 years of continuous service 
with the company. When he became 
manager for South Carolina 22 years 
ago, the company had 1,118 policies in 
force covering $2,054,242 insurance. Now 
it has nearly 3,700 for approximately 
$9,432,000 of insurance. To show their 
appreciation of the work done by Mr. 
Jones, President Walter LeMar Talbot, 
Frank H. Sykes, vice-president and 
manager of agencies, and Russell Sykes, 
comptroller, went to Columbia to par- 
ticipate in the celebration of his 30th 
anniversary, the event being marked by 
a dinner. 


Mrs. Albert S. Caldwell, wife of the 
Tennessee insurance commissioner, died 
at her home on Signal Mountain, Chat- 
tanooga, Tennessee, this week. Mrs. 
while visiting Atlanta last spring and 
has been in a precarious state ever since. 
Commissioner Caldwell has carried on 
his work under a serious mental strain, 
not knowing at any time when he might 
be called to Atlanta because of the death 
of Mrs. Caldwell. From time to time 
he journeyed to see her but she could 
not speak, although she recognized those 
who were about her. Mrs. Caldwell was 
a gentle woman of benign temperament 
and gracious manner. She attended the 
meetings of the insurance commissioners 
and other insurance gatherings and im- 
pressed all with her amiability and sin- 
cerity. She remained for some time at 
the home of her daughter, Mrs. Lang- 
don C. Quin, at Atlanta after being 
stricken but later was taken to her home. 


James J. Bailey, secretary of state and 
ex-officio insurance commissioner of 
Louisiana, died at Baton Rouge of pneu- 
monia and complications. He was 57 
and had practiced law for 20 years be- 
fore assuming office 14 years ago. 

The office force of the Massachusetts 
Mutual Life in San Francisco surprised 
their general agent, H. A. Binder, last 
week when they marched into his office 
and presented him with a handsome 
electric desk clock in observance of his 
birthday. They then turned the tables 
on him by “ordering” him to attend a 
luncheon in his honor. 


J. A. Spargur, assistant superintend- 
ent of agencies of the Bankers Life of 
Iowa, demonstrated his ability with rod 
and reel a short time ago when he 
caught the largest “muskie” of the sea- 





son at Long Lake, Wis. Mr. Spargur'’s 
catch measured 40 inches and weighe 
in the neighborhood of 20 pounds. E, § 
Putnam and F. T. Johnson, Banke; 
Life agency managers at Chippewa Falls 
and Milwaukee, accompanied Mr. Spar. 
gur on the fishing trip. 


Charles A. Dunning, former n 


nister 
of finance of Canada, has been elected 
a director and vice-president of the Op. 
tario Equitable Life & Accident. He 
will be active in the work of the com. 
pany. 
O. J. Arnold, president of the North. 
western National Life, has been elected 


a director of the Minneapolis Civic & 
Commerce Association for a three-year 
term. 

O. J. Stephenson, vice-president of the 
White & Odell agency of the North. 
western National Life in Minneapolis 
was taken to a hospital recently witha 
severe attack of pneumonia. His con- 
dition is reported improved. 


Clayton M. Hunsicker, Philadelphia 
grand old man of life insurance, former 
president of the Philadelphia Associa 
tion of Life Underwriters and one oi 
the first to develop life insurance as a 
means for paying inheritance taxes, for 
business insurance, etc., is seriously ill 

Due to his advancing years, he is 7 
now, his physician forced him to retire 
from work. He became seriously il 
within the past few weeks and _ blood 
transfusions are being resorted to now 
in an effort to save his life. Mr. Hun- 
sicker has been a life insurance agent 
all his life and is one of the leading pro- 
ducers of the Fidelity Mutual Lite. 


A record of selling $400,000,000 of in- 
surance in less than seven years 3 
claimed by Jonas Touchstone of Dallas, 


Tex., who specializes in group, salary 
savings, wholesale insurance and pet- 
sions. 


Mr. Touchstone quit selling automo 
biles to enter insurance and for a year 
studied insurance policies. His first sale 


was a group policy and he resolved to 
specialize on that line. Now he has o- 
fices in New York, St. Louis, Denver, 
Los Angeles and Dallas. He closes the 


contracts but employs 40 solicitors. Mr. 
Touchstone sells all over the country. 
In 1929 he spent 289 nights out of 36 
in Pullman berths. He travels an aver 
age of 100,000 miles a year. 


A. R. Talbot, head consul of the Mot: 
ern Woodmen of America, has returned 
to his home in Lincoln, Neb., after two 


and a half months in a Chicago hos 


pital, where he underwent several se 
vere operations. He is still inable to 
take complete charge of affairs. 

The reproduction al a portrait of Miss 


Betty Whatley, daughter of Seaborn T. 
Whatley, appeared last Saturday in the 


rotogravure section of the Chicag? 
“Daily News.” The portrait was one 0 
the three selected for artistic merit ™ 
a recent exhibition at Deerpath Ina, 
Lake Forest, Ill. Miss W hatley’s father 
is general agent for the Aetna Life i 
Chicago and last year was = sident of 
the National Association of Life Under 


writers. 


Supervisor Howard M. Fawley of the 


Equitable Life of New York in charge 
of the Clarksburg, W. Va., office, the 
largest unit in the southern departme™ 
was killed in an automobile accident. 
One twenty-second of the real pow 
in Canada is exercised by Theme 
Macaulay, president of the >un hol 
That is the opinion of Lord Ate 
stan, publisher of the Montre 
“Herald,” who has published his _ 


the 22 men who rule Canada. 
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caulay is the only insurance man on the 


yist,. In preparing this list, Lord Athol- 


stan followed the example of Former 
Ambassador James W. Gerard, who 
named 56 men as the real rulers of the 
United States. 


Manager A. C. Weber, of the Stock- 
ton, Cal, agency of the California 
State Life of Sacramento is practicing 
writing applications with his left hand. 
He returned from an exciting deer 
chase with fractured bones in his right 
hand. He tumbled from a tree in which 
he had concealed himself when he lost 
balance as he was aiming at a buck deer. 

G. A. Martin, vice-president of the 
Continental American Life, spent a day 
or two in Richmond, Va., last week in 
connection with plans of his company 
to enter that state. Formerly with the 
Travelers, Mr. Martin attended the Oc- 
tober luncheon-meeting of the Rich- 
mond Association of Life Underwriters 
while in Richmond as the guest of W. 
Witcher Keen, life manager of the 
Travelers branch. 

Emile R. Cole, who has been with the 
Hobart & Oates agency of the North- 
western Mutual in Chicago since 1918, 
died suddenly of heart disease last week 
in a doctor's office in Los Angeles. Mr. 
Cole had gone to that city to attend the 
funeral of a brother. He was one of the 
leading producers of the Hobart & 
Oates agency, ranking second for 1930 
to Oct. 1, and was very popular with 
the agency force. He was 55 years old. 

Stuart B. Rote, general agent in New- 
ark for the Connecticut Mutual Life, 
has many years of service before him if 
he intends to follow in the footsteps of 
his father rhe latter, John R. Rote, 
is still associated with the E. A. Woods 
Company, Equitable Life of New York 





general agents, in Harrisburg, Pa., al- 
though he is 80 years of age. 

F, J. Reinhard of Denver, agency 
group supervisor of the Equitable Life 
of New York, died last week of pneu- 
monia, following an operation for ap- 
pendicitis. Mr. Reinhard was with the 
Equitable 16 years and was a well 
known producer. 


Charles C. Clabaugh, Maryland Life 
superintendent of agencies, is on an ex- 
tended business trip on which he will 
visit Philadelphia, Atlanta, Macon, Ath- 
ens, Albany, Thomson and Forsyth, 
Ga. At Atlanta, Mr. Clabaugh will 
speak at a luncheon of the Jaycee Club 
on “Salesmanship and Personality.” 


Dr. Charles J. Rockwell, life insurance 
educator, has moved his residential head- 
quarters from Pittsburgh to Evanston, 
Ill., having taken an apartment in the 
Georgian hotel. Dr. Rockwell has main- 
tained business headquarters at Chicago 


for some time at 111 West Monroe 
street. 
The Equitable Life of New York 


shows a schedule of paid up policies in 
the company on the life of William M. 
Duff, manager of the Edward A. Woods 
agency in Pittsburgh. He carries over 
$300,000 of insurance. Of the total 
amount $32,738 is in the Equitable, paid 
up. The premiums he has paid on his 
Equitable paid-up policies amount to 
$22,432. He has received dividends of 
$9,699. The cash value at the present 
time is $18,823. There will be annual 
dividends of approximately $350 on his 
paid-up insurance. 


Ben F. Shapro, San Francisco gen- 
eral agent of the Penn Mutual Life, has 
been elected a director of the Pacific 
National Bank. 

















L. MOODY, Ill 

Vice-President 

SHEARN MOODY T. L. CROSS 
Vice-President Vice-President 


W. L. MOODY, JR. W. 


W. J. SHAW 
President Secretary 


American National 
Insurance Company 


GALVESTON, TEXAS 


$604,973,097 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 
Under Direct Home Office Contracts 
ORDINARY—INDUSTRIAL 


GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up te Date Policies—Non Medical—Group and Special Leow 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 





























LIFE AGENCY CHANGES 

















Gettings Made General Agent 





Chicago Assistant Appointed to Eastern 
Post by Northwestern Mutual Life— 
Succeeds Brehm 





Edward R. Gettings of Chicago, as- 
sistant at t Hobart & Oates general 
agency of Chicago since Jan. 1, 1929, 
has been named general agent for the 





EDWARD R, GETTINGS 


No athwestes Mutual Life at Albany, 
whe cake ce eds F rederick C. Brehm, 
will conti. = 19 years of service. He 
= erste nis connection with the 
agent. Mr cett /ttbany as a special 
field wel rettings goes to the Albany 


pped with a large back- 











ground of successful life insurance ex- 
perience.. The Albany agency’s head- 
quarters will be continued in the City 
Savings Bank building, 100 State street, 
Albany. 


Wigginton to State Mutual 





Chicago Man Will Become Manager of 
Pittsburgh Office—Was With 
Whatley Agency 


The State Mutual Life of Worcester 
has appointed Frank Wigginton as man- 
ager of its general agency in Pittsburgh. 
Mr. Wigginton has been assistant man- 
ager for the Aetna Life at Chicago 
under S. T. Whatley for the past three 
years. Prior to that he was with the 
Aetna Life in Denver and formerly was 
with the Reliance Life at Pittsburgh, 
so that he is returning to familiar 
ground. Frank Johnson, the Pittsburgh 
manager, will continue with the State 
Mutual but give his time to personal 
production. The Pittsburgh office is a 
large one with aLout $20,000,000 in force. 

On Wednesday of this week the Aetna 
Life forces in Chicago gave a farewell 
luncheon in honor of Mr. Wigginton. 
He leaves Chicago Saturday for the 
home office and will assume his new 
duties about Nov. 1. 





F. L. South 


F. L. South has been named as gen- 
eral agent for Nebraska of the Sun Life 
of Canada, recently licensed in that 
state. Headquarters will be in Omaha. 
Mr. South was until recently assistant 
manager in the San Francisco office. 





J. J. O’Neill 
John J. O'Neill, who has been with 
the Canada Life in Detroit, has been ap- 
pointed manager of the Flint branch 
office of the American Life of Detroit, 























STOP - LOOK - LISTEN 
Get In the Big Money Now! 


The reason that men without insur- 
ance experience are now producing 
at the rate of $1,000,000 a year is 
because the people who buy our 
policy now automatically share in 
the profits on a certain number of 
shares of stock as long as they live 
and keep the policy. 

Could you sell insurance with the 
cooperation of a few stockholders? 


Operating only in Illinois. 


Write today to Wilbur Wynant, President 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 
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Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 




















WHY? 


MEN “aly WITH 
THE 


S. T. WHATLEY AGENCY 
S-U-C-C-E-E-D 


1—Individual Presentations 
2—Supervisory Assistance 
3—Estate Analysis 
4—Circularizing 
5—Leads 
6—Group 
7—Non-Medical 
8—Salary Budget 
9—Accident and Health 
10—Office and Field Training 


S. T. WHATLEY 


General Agent 
AETNA LIFE INSURANCE CO., CHICAGO, ILL. 
Suite 1914, One La Salle Street State 3380 


An Account with the Aetna Pays 














to succeed Ray Batey. Mr. O'Neill has 
had 11 years’ experience as a personal 
producer, field supervisor and agency 
manager. Before joining the Canada 
Life he was with the Travelers. Mr. 
Batey will join the Jackson branch of 
the American Life, where he will work 
with P. J. Crandall, branch manager. 


W. A. Bottomley 


William A. Bottomley, for the last 
two years assistant manager in the 
Springfield, Mass., branch office of the 
Travelers, has been transferred to 
Waterbury, Conn. He first served the 
company in 1926, when he was ap- 
pointed a field assistant in the Hart- 
ford office, after the completion of the 
home office training school course. 


E. J. Meyer, Jr. 


E, J. Meyer, Jr., nas been appointed 
to succeed his father, the late E. J. 
Meyer, Sr., as general agent of the Mas- 
sachusetts Mutual Life for central and 
southern Alabama, with offices at Mont- 
gomery. The late Mr. Meyer repre- 
sented the company for 27 years. 


J. A. MacMullen, H. McGeoch 


The Maryland Life has appointed J. 
A. MacMullen general agent at Phila- 
delphia with offices at 513 Franklin 
building, and Harry McGeoch, special 
representative for Baltimore and Mary- 
land. 

Mr. MacMullen has been with the 
Equitable Life of New York. Mr. Mc- 
Geoch has been in the insurance busi- 
ness for ten years. He was with the 
Equitable and the Travelers before go- 
ing to the Maryland. 


Ellsworth Kelly 


The Pacific Mutual has appointed 
Ellsworth Kelly general agent for 
northeastern Pennsylvania with head- 
quarters in Scranton, according to an 
announcement by Frank D. Cummings, 
regional supervisor. Mr. Kelly was for- 
merly district agent for the Massachu- 
setts Mutual in Scranton. He started 
in the insurance business with the Con- 
necticut Mutual. The Pacific Mutal is 
becoming increasingly active in eastern 
Pennsylvania. 


E. G. Randall 


E. G. Randall has been appointed gen- 
eral agent for the Atlantic Life at Oak- 

















business with the Des Moines agep 
of the Equitable Life of New Yo 
Later he was made assistant state ma’ 
ager under Roy H. Heartman, now my 
ager for the Union Central at Los 4; 
geles. Later he moved to Californ: 
joining the forces of the Linccln 
tional Life and becoming manager ¢ 
its office at Long Beach. From tj 


4.3] 





connection he went with the Atlantic 
Life Agency Notes 








The Otte & Gnam agency, Carroll, 
has been dissolved. H. W. Otto wil] & 
district manager for the Mutual! Life » 
New York. Mr, Gnam will continue » 
the former office. 
*x* * x 
Cc. B. Werner has been appointed = 
perintendent of the Springfield, 0., dis! 
trict of the Western & Southern Life » 
a result of his record as assistant super. 
intendent in the Cincinnati East distri¢ 
*x* * * 
The John C. Haley & Sons agency 
Madison, Wis., has opened a life insy. 
ance department. Warl D. Haley, w) 
graduated from the University of Wi. 
consin school of commerce this year, wij 
manage the new department, joining th 
firm established by his father 35 yeay 
ago. 
* * * 
Wilmer M. Hammond, general agent: 
Los Angeles for the Aetna Life, hy 
appointed R, L. Walker assistant man. 
ger of the Long Beach branch. & 
Walker was formerly a leading produce 
of the San Diego branch. 
* * * 
John Harris Cloud has been appointed 
manager of the brokerage departmen 
in the Stumes & Loeb general agency « 
the Penn Mutual Life at Chicago. 
has been an agent and at one time wa 


connected wth the Mutual Benefit i 
Chicago. Harry G. Walter, who wa 
head of this department, has becom 


general supervisor of his office. 
* * 

John S. Shumate, who has been a rev 
estate and general insurance operator 
has been appointed general agent fw 
the Montana Life in Burley, Idaho. 

* * * 

The Bankers Mutual Life of Freeport 
has appointed E, L. Streed, district ma» 
ager in Galesburg, Ill., in charge @ 
eight counties. 

a 

Raymond Massey has been appointe/ 
district agent by the All-States Life « 
Atlanta, Ga. He has been in the in 
surance business for a number of years 


D. E. Foley of Nebraska was the leaé- 
ing personal producer of the Centr 
States Life of St. Louis, on the basi 
of business submitted during September 
with a total of $62,500, while GE 
Holland of California was the runner- 





land, Cal. He started in life insurance 


with $50,000. 
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R. E. Spaulding’s Agents Meet 





Talmage Smith and I. B. Jacobs Assist 
in Mutual Life Meeting in 
Chicago 





The R. E. Spaulding agency of the 
Mutual Life of New York in Chicago 
held its annual agency meeting last 
week. At the business meetings during 
the day various agents gave educational 
talks under the direction of Mr. Spauld- 
ing, Talmage Smith, agency organizer; 
I. B. Jacobs, educational director, and 
O. C. Roessler, cashier. At the lunch- 
eon William F. Dineen of the Heifetz 
agency, Chicago, spoke on “Estate 
Shrinkage.” 

The entertainment at the banquet in 
the evening was provided by profes- 
sional and agent entertainers. T. C. 
Rice-Wray was the speaker on “Our 
Profession.” 

At the business meeting the following 
talks were given: 

“The Agency Spirit,” Talmage Smith; 
“Agency Routine,” O. Roessler; 
“Medical Questions from Floor and An- 
swers,” Dr. W. W. Quinlan; “The 
Value of Tact,” Roy A. Graham; “Our 
Daily Program,” Lester E. Simmons; 
“Arousing Interest,” Julian S. Hexton; 














— 


“Responsibilities of a Life Insurantt 
Agent,” Harper Moulton; “High Spots 
of Business Insurance,” Francis } 
Seefurth; “The Interview,” Leon . 
Longini; “Finding Prospects—Endles 
Chain,” Charles O. Ward; “Optimism, 
Lawrence Fisher; “Knowing Your Po: 
icy and Rate Book,” I. B. Jacobs, edt 
cational director; “Income Insurance 
C. L. Van Stane; “Analyzing Insurant 
Needs,” H. C. Carpenter; “Intensi 
Cultivation,” R. D. Hammond; “Selling 
the Rich Man,” F. S. Kingore; “sellin 
the Poor Man,” Merlin M. Smith; “> 
ing the Young Man,” Mandel Singet 
“Obstacles I Have Overcome,” y 
Merrill; “Old Age Incomes,” D. A. Hi 
and “Life Insurance vs. Other Inve 
ments,” Ben Steinfeld. 


Plan C. L. U. Organization 


Committees Work on Plans to Advan 
Purposes of American College of 
Life Underwriters 











Preliminary organization to work om 
plans for an association of the 14 ©» 
U. graduates in Chicago has beet © 
fected. Committees are now at Wo 
The purpose of the organization, whi 
it is expected will be completed a * 
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meeting in two or three weeks, is to 
somote the purposes of the American 
ollege of Life Underwriters, to raise 
tandards in the business and familiarize 
he public with this more professional 
development in the business. Such pub- 
icity as will be attempted, however, will 
be on a high professional plan commen- 
kurate with the dignity of the designa- 
< L. o . 

The organization will cooperate with 
gil persons desiring to take examina- 
tions for the degree. In line with this, 
, review class will be organized to pre- 
are aspirants for the 1931 examinations. 
The date will be announced later. It is 
explained that the club will be glad to 
give information on the American Col- 
Jege, C. L. U. degree, course of study, 
examinations, etc. 

Thomas G. Murrell, manager of the 
life department of Fred S. James & Co. 
of Chicago, is serving as president of 
the temporary organization, 
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neh. Mf feature of the annual field club meeting 
; produce® of the C. L. Coyner agency of the Mu- 


appointed 
> partment 
agency of 
‘ago. He 
time was 
fenefit in 
who wa 
s become 
P. 


en a real 
operator 
igent for 
jaho. 


Freeport 
rict ma 
harge of 


appointed 


unner-¥) 


———— 


nsuranc 
rh Spots 
ncis | 
Leon | 
-Endles 
timism, 
our Pol- 
bs, edu 
urance 
ysuranct 





tual Life of New York held in Chicago 
lat week. The headliner was W. F. 
Dineen, whose talk on “Preparedness 
and the Value of Standardized Methods” 
was easily the hit of the meeting. An- 
other outstanding speaker was Harry 
Newman Tolles, who appeared at three 
different times during the day’s pro- 
gram with very good talks on salesman- 
ship. Mr. Coyner opened the morning 
session with a discussion of applications 
and was followed by J. J. Killough, 
agency organizer, who spoke on “De- 
ferred Annuity in Connection with En- 
dowment Insurance.” Mr. Tolles wound 
up the morning session with a talk on 
“How Sales Are Lost.” 

Dr. W. W. Quinlan, assistant medi- 
cal director, opened the afternoon ses- 
sion with a talk on “Medical Require- 
ments.” Mr. Tolles spoke on “How 
Sales Are Made”; J. L. Sherwood, dis- 
trict manager, “The Value of Consis- 
tent Production”; Reed M. Wilson, dis- 
trict manager, “Interesting Your Pros- 
pect in What You Have to Sell”; W. 
G. Warren, manager Chicago clearing 
house, “Policy Changes,” and Mr. Tol- 
les, “Three Lines and a Square.” 

The Coyner agency embraces the 
northern half of Illinois and the north- 
east section of Indiana. It is 19 percent 
ahead of last year. 





Saltzstein Celebration October 24 


_ Observance of A. L. Saltzstein’s 30th 
jubilee as general agent for the New 





England Mutual Life in Wisconsin and 
upper Michigan has been definitely set 
for Oct. 24-25 in Milwaukee. 

The celebration will include an agency 
school, a luncheon in honor of President 
George W. Smith and the home office 
party and a dinner-dance. 

The party accompanying Mr, Smith 
will include Glover S. Hastings, super- 
intendent of agencies for the company; 
Harold M. Frost, associate medical di- 
rector, and James Dean. 


Has Handsome Record 


Production of the Alexander E. Pat- 
terson agency of the Penn Mutual at 
Chicago the first nine months of this 
year, it was announced at the agency’s 
annual field day at the Elgin country 
club, was $12,582,706 paid business 
through Sept. 30, an increase of 13 per- 
cent over the same period of 1929. Paid 
business for September was $1,042,250. 
Mr. Patterson was host to 55 members 
of his sales and office staff at the field 
day, comprising golf tournament and 
dinner-dance. Walt Tower, managing 
director Chicago Association of Life 
Underwriters, was a guest. 





Spaulding Gives Course 


A ten-lesson life insurance training 
course was launched this week by the 
R. E. Spaulding agency of the Mutual 
Life of New York in Chicago. Classes 
will be held for an hour and a half each 
Tuesday evening conducted by I. B. 
Jacobs, educational director, and his 
staff. The course is offered to men who 
are already in the life insurance business 
and those who are considering entering 
it, as well as independent brokers. 





Hintzpeter Agency Program 


Three interesting talks were on the 
Monday morning educational program 
featured in the work of the H. C. Hintz- 
peter agency of the Mutual Life of New 
York in Chicago. Chester A. Bragg 
told how Melvin H. Traylor, president 
First National Bank of Chicago, bought 
a $750,000 policy, James F. Todd spoke 
on “Bank Savings vs. Insurance,” and 
Mr. Hintzpeter on “Practical Jokers.” 
A class of instruction was an important 
feature of the meeting. Charles Martin 
of the trust department Foreman State 
Trust & Savings Bank, Chicago, is to 
speak at the meeting Oct. 20. 





Indiana Company Insolvent 


A finding that the Federal Mutual 
Life of Fort Wayne is insolvent and that 
a receiver should be appointed was en- 
tered by Judge Wood in circuit court 
there in an action brought by James M. 
Ogden, Indiana attorney general. The 
court restrained the company from fur- 
ther transaction of business. Appoint- 
ment of a receiver will be made later. 
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Covers Small Credit Risks 


New Company Formed in St. Paul to 
Issue Life Insurance on Lives 
of Borrowers 








ST. PAUI 


: -- Oct. 16.—The Union Plan 
nsurance ( 


ape mpany has been organized 
¥ a group of prominent St. Paul men 
to cover credit risks of small loan com- 
— _It will take the form of life 
a issued on the lives of borrow- 
“a company will be affiliated 
z e Union Loan & Finance Co. of 
St. Paul and the Union Loan & Thrift 
— of Minneapolis but will not 
ohne its protection to these compa- 
Niles, 
T. a Borg, prominent merchant, is 
President; George H. Hess, comptroller 





of the Great Northern Railway, vice- 
president, and T. J. Spence, an attorney, 
secretary-treasurer. 


Sun Officials Visit Agency 


H. M. More, superintendent of 
agencies for the Sun Life of Canada in 
the United States, and George Bryson, 
agency inspector, visited the Kansas 
City, Mo., agency last week. The agency 
paid for $501,000 of life insurance dur- 
ing the month beginning Sept. 13, with 
an additional $55,000 of business in an- 
nuities. 


Company Approval Not Needed 


The Kansas supreme court has given 
an important opinion relative to the dis- 
tribution of assets of insurance policies 
to other than the beneficiaries named in 
the policies. In F. P. Elmore vs, Con- 











Openings in the following states: 


Alabama 
Florida 
Ohio 
District of 
Columbia 


Georgia 
Michigan 
Tennessee 
West Virginia 


CAREER MEN 


Life insurance needs men who desire 
to make a career of the life insurance 


INSURANCE COMPANY OF DAYTON, OHIO 


business. 


Such men will find unusual 


opportunity in the agency contracts 
offered by this rapidly growing com- 
pany. We will gladly furnish details 
of our program and its thorough pe- 
riod of training and development to 
anyone interested in the business of 


life insurance or life agency manage- 


ment, 


Write direct to President I. A. 


Morrissett for complete information, 


THE GEM CITY LIFE 


The Rapidly Growing Company 




















Wanted.... 


eee ®@ a Man 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence. 

Must be personally acquainted with at 
least 25 life agents. 


.... to him 
we offer.... 


The Highest commission for low cost 
participating insurance. 


* The services of an experienced field 


man, to help him in the field, appoint- 
ing sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, North Carolina and 
Michi especially Detroit. Write fully. We will not check references 
until after interview. 


Address R-38, care The National Underwriter 




















18 





THE NATIONAL 








UNDERWRITER 





October 17, 19% 








tinental Life, Elmore held an assign- 
ment of the policy of John C. Spickler 
as collateral for a loan. The court held 
that an assignment properly executed 
was perfectly good whether or not the 
insurance company approved it. 





Licklider Addresses Joint Meeting 


Joseph B. Licklider, Missouri State 
Life publicity director, addressed the 
Cedar Rapids Advertising Club and the 
state convention of the Missouri State 
Life in joint meeting on the subject of 
“Advertising and Selling to the Tune 
of Aida.” ; 

About 100 attended the Missouri State 
Life meeting. Among the other speak- 





ers on the program were J. H. Leaver, 
Iowa manager; Gordon S. Becker, as- 
sistant to the manager, and Victor El- 
lingson, state supervisor, Des Moines. 


Launch Southern Reserve Life 


A new life company to be known as 
the Southern Reserve Life has been or- 
ganized at Springfield, Mo., by R. W. 
Catlett, former president of the Spring- 
field Life of that city. Final organiza- 
tion details have not been perfected. 


J. V. Conatser, general agent Conti- 
nental Life of St. uis, at Denison, 
Tex., has completed three years of un- 
interrupted weekly production. He has 
been a member of the weekly producers 
club for 157 weeks. 

















IN THE SOUTH AND SOUTHWEST 














Give Insurance Day Program 





Committees in Charge of North Carolina 
Observance at Greensboro Nov. 7-8 
Complete Their Plans 





GREENSBORO, N. C., Oct. 16— 
Complete plans for making the Insur- 
ance Day progtam at Greensboro, Nov. 
7-8, one of the most satisfactory gather- 
ings the insurance business of North 
Carolina has ever had are rapidly shap- 
ing up. At a meeting of the planning 
committee, called by W. B. Merrimon, 
president of the state insurance federa- 
tion, the program was virtually mapped 
out with the aid of Price Cross and 
Johnson Neal of Raleigh and Bart Lei- 
per and W. H. Andrews, Jr., of Greens- 
boro. 

President Merrimon is confident that 
close to 1,000 insurance men will be 
present. Governor O. Max Gardner is 
to be asked to issue a proclamation on 
the importance of imsurance and the 
meaning of Insurance Day. The gov- 
ernor has been invited to be the chief 
speaker at the special luncheon Nov. 8. 


Divisional Sessions Planned 


Each day will start with a general 
session and after short inspirational 
programs, the sessions will be divided, 
with the life men taking part in a sales 
congress, the fire and casualty represen- 
tatives in a group meeting, and possibly 
other groups for general agents and for 
industrial representatives. Among those 
who have accepted invitations to ad- 
dress the life group are Dr. S. S. Hueb- 
ner, John Marshall Hotcombe, Jr., 
Roger B. Hull, M. Albert Linton of the 
Provident Mutual, Albert E. N. Gray of 
the Prudential and Commissioner Dan 
C. Boney. 

Among those who will speak to the 
fire and casualty group are T. Alfred 
Fleming, L. K. Babcock, F. Robertson 
Jones and William Quaid. 


Many Entertainment Features 


Paul W. Schenck is chairman of the 
Insurance Day program, Bart Leiper is 
publicity chairman, W. H. Andrews, Jr., 
is heading the committee on the life in- 
surance congress plans, Fielding Fry is 
leading the committee planning the pro- 
gtam for the fire-and casualty men. All 
are from Greensboro. 

Entertainment features will include 
golf tournaments for the two groups on 
different afternoons, the presentation of 
a plan “What Price Policy Loans” by a 
Pilot group Saturday afternoon, two 
luncheon programs and the annual ban- 
quet. 





Planet Licensed in Oklahoma 


The Planet Life of Fort Worth, Tex., 
which recently completed its organiza- 
tion with Tom Poynor as president, has 
been licensed in Oklahoma. Charles P. 
Jones of Wilson, Okla., has been ap- 
pointed general agent. Mr. Jones is a 


Democratic candidate for the legislature. 














W. W. Klingman Is Optimistic 


Equitable Life Southern Managers Con. 
fer at Atlanta—Vice-President Says 
Business Is Better 








One hundred southern managers of 
the Equitable Life of New York held 
an educational meeting in Atlanta last 
week. Harry T. Adams, Atlanta man- 
ager, was the official host. The confer- 
ences were presided over by Vice-Presi- 
dent W. W. Klingman. 

Mr. Klingman stated that the greatest 
increased efficiency in man power in the 
company’s manifold offices has devel- 
oped in the southern department. He 
also informed the managers ‘that practi- 
cally all of the company’s increase in 
group insurance business this year had 
come from the south, which, he stated, 
had made the best showing in business 
gains in the United States. 


Worst Is Over 


Commenting on business outlook for 
the future, Mr. Klingman stated that the 
worst of the depression is over. “We are 
in very close touch with conservative 
investments throughout the United 
States,” he explained. “This gives us 
a graphic insight into prospective busi- 
ness conditions. From the fact that our 
company has increased its business $30,- 
000,000 over last year, and the intimate 
knowledge we have of investments 
throughout the country, we are proceed- 
ing on the belief that business will rap- 
idly improve. The upward trend started 
45 days ago, as is shown by the fact that 
preferred or guaranteed stocks and 
bonds began a decided forward move- 
ment. Business is still proceeding cau- 
tiously, but the worst times of this year 
have passed.” 





Hall Sole General Agent 


No successor to Pelham Blackford as 
one of the two home office general 
agents of the Life of Virginia will be 
named. Instead the agency is being 
merged with the other general agency in 
charge of Charles C. Hall. Mr. Black- 
ford died recently after being in the 
service of the company for 23 years. 
Mr. Hall has been general agent for sev- 
eral years, having succeeded the late 
Arthur P. Wilmer. He was previously 
with the sales forces of the Aetna Life 
in Richmond. 


Cravens-Dargan Hold School 


Cravens, Dargan & Co., general 
agents at Houston, Tex., will hold a 
school for agents at its offices Oct. 27- 
30. This school will be a joint session 
for the agents of the Provident Life of 
which James Cravens is president, and 
the Northwestern National Life of Min- 
neapolis for which the general agency is 
Texas representative. The instructors 
will be Homer G. Hewitt, agency direc- 
tor; Steve A. Noble, Jr., agency man- 








ager, and Hedley V. Jackson, agency 
secretary. 





Joint Meeting at Hot Springs 


Concluding a two weeks’ school of in- 
struction «at Memphis, the Tennessee 
staff of the Equitable Life of New York 
joined the Arkansas agents in a two- 
day meeting in Hot Springs, Ark., last 
week. The speakers at Hot Springs in- 
cluded A. G. Borden, second vice-presi- 
dent; Roy Hale, superintendent of agen- 
cies, and Wade H. Heavey, field instruc- 
tor from the home office. Mr. Heavey 
directed the school of instruction at 
Memphis in cooperation with R. Henry 
Lake, Memphis agency manager. 


Opens Office in Houston 





The American Service Bureau, which 
serves only life companies that are mem- 
bers of the American Life Convention 
has opened another branch office in 
Houston, Texas. 

Archie R. Thornton, formerly with 





the Los Angeles, Cal., branch ofiice , 
the service bureau, is manager of th 
Houston office. His headquarters 

in the Second National Bank Building 
Houston. 7 





Louisiana Shortage Found 


A shortage of more than $20,000 ha 
been found in a preliminary audit ¢ 
the books of Secretary of State J, | 
Bailey of Louisiana, who had supery:. 
sion also of the insurance departmen; 


Pennell Advances W. R. Church 


The Frank W. Pennell agency of th: 
State Mutual Life in New York ap. 
nounces the appointment of W. Ralp} 
Church as manager of its brokerage ¢e. 


partment. Mr. Church, who is a gra. 
uate electrical engineer from Pratt Ip. 
stitute, formerly connected with the 
Western Electric Company, joined the 


State Mutual early this year. He is, 
graduate of the New York Universit 
life insurance course. 











PACIFIC COAST AND MOUNTAIN | 




















National Life U. S. A. Rally 


Pacific Coast Field Force Greeted at 
San Francisco by Lay 
and Webb 








President Robert D. Lay and Execu- 
tive Vice-President Walter E. Webb 
headed the National Life U. S. A. 
group assembled for the second 1930 
regional convention held at San Fran- 
cisco, this week. It was attended by 
agency managers and delegates from 
the Pacific Coast states. Among these 
were representatives of the field organ- 
ization including A. B. Combs, Biddle 
Combs and George W. Combs who have 
for many years maintained one of the 
leading agencies in Orgeon; Col. R. 
Lester Archer of San Francisco, who 
welcomed the conventioneers; Dwight 
R. Brooks, agency manager of Los An- 
geles; Allen A. Mandy, agency man- 
ager, Santa Ana; George Neale, agency 
manager, San Diego; S. P. Wiley of 
San Francisco, another member of the 
old guard. 

Addresses were by President Lay 
who delivered the words of welcome 
and Mr. Webb who gave the keynote 
speech. Supervisor of Agencies Stan- 
ley N. Randolph, who has in the past 
been active in Pacific Coast, conducted 
the business program, while Wilford C. 
Brimley, supervisor of agencies, joined 
the home office party at San Francisco. 

President Lay cited the record of 
production achieved by the field during 
the first nine months in the face of 
present economic conditions, and Mr. 
Webb briefly outlined the recruiting and 
training plans recently adopted, and 
also pointed out how they had been 
effectively employed to increase pro- 
duction in all parts of the country. He 
spoke reassuringly of business during 
the remaining months of the year. 

The business program included talks 
of a practical nature, including Biddle 
Combs’ address “Practical Application 
of the New Sales Preparation Course 
to Increase Efficiency of Personal Pro- 
ducer”; Jack Coulson of Oregon spoke 
on the subject “Five Point Complete 
Protection Policy, the Sales Builder”; 
Supervisor of Agencies Brimleey made 
a splendid talk on “Capitalizing Life 
Values.” Robert Laykin’s address 
“Friendships That Lead to Business” 
was well received; Agency Manager 
Brooks of Los Angeles discussed effec- 
tively the subject, “A Unique Plan to 
Build Sales”; while representatives Al 
Boon and W. W. Lindsay of Oregon 
gave practical talks on “Selling in Coun- 
try Sections.” S. P. Wiley of San 
Francisco discussed “Complete Protec- 
tion, the Interview or Attention Get- 
ter”; George W. Combs of Oregon ad- 








dressed the Convention on the subject 
“Five Point Policy, the Agency Builder.” 
_ A. B. Combs of Oregon delivered an 
inspiring address on the subject “Ou 
Company.” Supervisor of Agencies 
Randolph discussed “Prospecting” 
Agency Manager Neale spoke on the 
“Advantages of Guaranteed Low Cost 
Coverage”; Jack Lyon on “Breaking in 
as a Stranger in a Large Metropolitan 
Area”; Colonel Archer gave an effec 
tive talk on various effective aids to 
stimulate production which the company 
uses in cooperating with its agency 
managers. George W. G. Smith of San 
Francisco talked on the new policies, 
including the new term expectancy and 
the new juvenile twenty payment life 
form. 

The $100,000 Club banquet was pre- 
sided over by Executive Vice-President 
Webb. 





Seattle Managers Active 


Leading Seattle underwriters will be 
honored at the December meeting 0 
the Seattle Life Insurance Managers 
Club, which is an annual affair. 

Dwight Mead is chairman of the pro- 
gram committee; Lawrence Bates, 
finance and enrollment; J. J. Patterson, 
invitations, and S, Berne Carlton, pub- 
licity. } 

The executive committee consists ol 
Austin Thayer, chairman, S. Berne Carl- 
ton, Lloyd A. Perkins, Marshal! Baker, 
Clem Sauter, Charles C. Thompson, J. 
J. Patterson, William Peterson, Caleb 
Baldwin and Henry Sauers. 

Oct. 31 the local managers will be 
hosts to Vancouver life managers who 
will bring with them a program for the 
evening. W. W. Hutton is chairman for 
arrangements with Austin Thayer ” 
charge of the Seattle end of the under 
taking. 





Sweeney on Coast 


Robert E. Sweeney, vice-president ané 
manager of agencies for the State Lit 
of Indiana, is in San Francisco and wil! 
spend two weeks in California visiting 
the California agency organization ™ 
company with Manager Arthur J. Hill 
The California agency is appr: ximately 
$4,000,000 ahead of last year in new 
business, according to Mr. Hi 


Hits Five Million in Five Months 


The $5,000,000 mark for issued lite 
insurance was reached by the United 
Pacific Life of Seattle Sept. 30, less eer 
five months after the company opene 
for business, H. O. Fishback, Jr. v* 
president, announces. vel 

The bulk of the business was - 
oped in Washington, the company omy 
recently having been licensed in ~ 
gon, which is taken by fin: ncial am 
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= 
leaders to attest to funda- 
mentally sound conditions in that area. 
In September, Mr. Fishback said, the 
new business was at a rate bet- 


insurance 


gain in 
- than $1,000,000 a month, despite the 
heavy liquidation that was taking place 
in the national security and commodity 
markets 





Dr. Heady with Hill 


Dr. James Heady has been appointed 
a of education for the California 
oon of the State Life of Indiana, ac- 
cording to Arthur J. Hill, manager. 
Classes are being held in San Francisco 
each morning at 9 o'clock and evening 
classes are held three times a week. 
Later Mr. Heady will conduct a series 
of lectures and demonstrations at the 
Los Angeles office. 





Plan Stockton Sales Congress 


A one-day sales congress is being 
planned by life underwriters of Stock- 
ton, Cal., for Nov. 21. Stuart C. Gib- 
bons, agency manager Western States 
Life, is in charge of arrangements. 


Hammond Has 42 Percent Gain 


Wilmer M. Hammond, general agent 
at Los Angeles for the Aetna Life, re- 
ports that for the third quarter of 1930 
his agency registered a gain of 42 per 
cent in production as compared with 
last year. 

Jas. B. Moody, assistant superinten- 
dent of agencies at the home office of 
the Aetna Life, is spending several days 
in southern California on a visit to Pa- 
cific Coast agencies. 


Coffin, Gibbs in Los Angeles 


Vincent B. Coffin, director of educa- 
tion of the Penn Mutual Life, arrived 
in Los Angeles last week for a brief 
visit with the southern California agen- 








He was accompanied by John E. 
_ western representative of the 
educational department of the Penn Mu- 


cies. 
Gibbs, 


tual, who expects to remain there two 
weeks, 





Honor Jones in Denver 


A luncheon was given by P. L. Pease, 
manager of the Denver agency of the 
Equitable of New York, at Colorado 
Springs last week in honor of Vice-Pres- 
ident Frank L. Jones who was return- 
ing from an agency trip to the Pacific 
Coast. Unit managers from Denver, 
Greeley, Cheyenne and other cities at- 
tended. Mr. Jones said he was told by 
a leading Colorado banker that Colorado 
is in better economic condition than any 
other state in the Union. 





Everett Entertains Agents 


Harry G. Everett, state manager for 
California of the Lincoln National Life, 
gave a dinner to members of his Los 
Angeles agency and their wives in cele- 
bration of the victory of the “bull dogs” 
in the September baseball series contest 
for volume of production, the agency 
having been divided into opposing 
teams, the “bull dogs” and the “bob 


. Everett reports that September 
was the best month of the year since 
May, written business showing an in- 
crease of 40 percent over August. 





Managers Hear Toronto Reports 


The Life Managers Club of Los An- 
geles held its regular luncheon meeting 
Oct. 13. John Newton Russell and 
other delegates reported on the Toronto 
convention. The club is considering the 
advisability of joining the Better Busi- 
ness Bureau and brief reports in that 
connection were submitted by Milton 
P. Hawkins, Connecticut General, and 
Roy Ray Roberts, State Mutual Life. 








NEWS OF THE FRATERNALS 

















Fraternals Ask Wider Field 


lowa and Nebraska Congresses Seek 
Legislation to Authorize Writing 
Juvenile Insurance, Raise Age Limit 





LINCOLN, NEB., Oct. 16.—Frater- 
nals in lowa ‘and Nebraska are to join 
with fraternal congresses in other states 
m seeking legislation that will open 
wider the field of insurance to them. 
This action was urged upon the mem- 
bership at the meetings of the two state 
bodies the last week, one in Omaha and 
the other in Council Bluffs. T. L. Mc- 


Cullough, national president, urged such 
action, as he said he had on other like 
gatherings. One of the demands is the 


privilege of writing of juvenile insurance 
in whatever amounts beneficiaries desire. 
The taking off or raising of the age limit 
s another suggested move. 
‘The Ne braska congress was addressed 
by Commissioner Dort, the first time 
he head of the state bureau has ever 
appeared on a program. It elected Fen- 


ton B. Fleming, Lincoln, president; 
Mrs. Ida B. Kennedy, Lincoln, secre- 
— nat and A. J. Baumann, 
Grand Island, and Mrs. Henrietta Ow- 
‘ns, Omaha, vice-president. 


The Iowa congress, which held one 
joint session with the Nebraska body, 
re-elected C. J. Graves, Des Moines, sec- 
retary-treasurer, and named I. H. Mc- 


Carty of Waterloo as president and A. 
L. Sherine of Mason City, vice-presi- 
dent, 

Canada Raises M. W. A. Bar 
LINCOLN, NEB., Oct. 15.—An- 
houncement is made at Modern Wood- 
men headquarters offices here that the 


bar of more than ten years against the 
order in Canada has been lifted, due to 
the recent putting into effect of the new 
of rates. 


schedule In 1919 the Do- 





minion department refused to renew the 
Woodmen license because the member- 
ship was being rerated on the basis of 
ages at entry instead of attained ages, 
and three years ago similar action was 
taken after Canadian camps and mem- 
bers had sought a rehearing. 

The society reports having written 
$2,688,000 of new business in August, 
and to have transferred old insurance to 
the new basis totaling $54,000,000. This 
brings the total exchanged since the 
new order became effective $618,000,000. 
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To Hold Regional Meetings 





Texas Association Adopts New Plan 
for Coming Year—R. A. Hittson 
Is President 





Instead of confining its activities to 
two meetings annually the Texas Life 
Underwriters Association will hold an 
annual meeting and a number of re- 
gional sales conferences next year. That 
was decided at the annual meeting in 
Abilene. It is expected a dozen regional 
sales conferences will be held by the 
organization at places to be selected 
later. It is announced Dr. S. S. Hueb- 
ner, dean of the American College of 
Life Underwriters, will be available as 
speaker for these regional meetings. 

The Texas association takes the posi- 
tion it can do more good for its mem- 
bers, the local association and the agents 
generally by holding a dozen regional 
sales congresses, than by holding two 
meetings at widely separated places. It 
will take the association to the agents 
when the agents can not come to it. 

R. A. Hittson of Austin was named 
president of the association to succeed 








OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 


Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 




















UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 











HOME OFFICE 








Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating  Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6%, Guaranteed Disability Income 
Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 

Age Limits: Income 


1 Day to 65 Years 
Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


a ee 
JULIAN PRICE 
President 


MORE THAN 365 MILLIONS IN FORCE 


GREENSBORO 
North Carolina 
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HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


James A. Fulton, 
President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 



























logical ? 


agency force successful. 


34 Nassau Street 


DAVID F. HOUSTON 
President 








The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 
him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn’t this merely natural and 


Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. THe Murtuat Lire INsurANCE CoMPANY OF New York affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 


Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


of New York 


New York, N. Y 
GEORGE K. SARGENT 
2nd Vice-President 

and Manager of 






























Organized 1850 


THE UNITED STATES LIFE 'Ssyrany 
In the City of New York 


Over 78 Years of Service to Policyholdera 
Good territory for personal producers, under direct contract 


HOME OFFICE: 156 Fifth Avenue, New York City 


Non-Participating Policies Only 























Pacific Coast Life Insurance 


Splendid future for a resourceful 
confidential. 


WANTED 


A competent Actuary, qualified to take full charge of the Agen 

pany, operating in several States. 

State fully, in first letter, age, ane present occupation and salary expected to start. 
who can make good 

Box R-55, The National U Underwriter. 


ency Management of a young 


Correspondence sstrictly 

























$1,000 to $1,600 


‘Ordinary Life Insurance at An 
‘Average Cost GUARANTEED 
| OF ONLY $14.00 per $1,000 


~ ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
'per $1,000 to age 59; $17.19 
per $1,000 thereafter 


‘Write for Sample and Particulars 


| This is one of mang unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 


















ATLANTIC CITY'S NEWES1 
LY LOCATEDG FIREPROOF 


SOUTH CAROLINA AVENUE 
AT THE BOARDWALK 
OVERLOOKING THE OCEAN 


220ROOMS 


SALT WATER BATHS ‘SOLARIUM 
OCEAN DECK-BATHING PRIVILEGES 


AMERICAN 
PLAN YO 


FIREPROOF GARAGE 
R.B. LUDY, M.D. 








Sam R. Weems of Dallas. Joe Smith 
of Houston was elected secretary-treas- 
urer. M. H. Ingram of Abilene, O., 
Sam Cummings of Dallas, Floyd Studer 
of Amarillo, Tom D. Taylor of Fort 
Worth and Matt Brown of San Antonio 
were named vice-presidents. The next 
annual meeting will be held in Houston. 
: + = 


Honor President Lackey at 
Oklahoma Association’s Meet 





“Our George Lackey, National Presi- 
dent,” was the theme upon which last 
week's meeting of the Oklahoma Asso- 
ation of Life Underwriters in Oklahoma 
City crystalized. The meeting was in 
honor of the newly elected national pres- 
ident and greetings and congratulations 
were accorded him previous to his brief 
address. 

Impressions and reports of the na- 
tional convention were given by the 
president, Robert Carter, George Sum- 
my, Charles Linder and Carol C. Day. 
“T am afraid not to attend the national 
meetings and I am afraid not to be a 
member of the Oklahoma association— 
I am afraid that without these contacts 
my business vision will become too nar- 
row and warped to compete with the 
modern concept of business methods,” 
Mr. Day said in referring to the advan- 
tages to be gained by attending the na- 
tional convention. 

J. Henry Johnson announced a lunch- 
eon to be given at the Oklahoma Club 
on Nov. 8, in honor of Mr. Lackey, 
when wives and lady friends of the un- 
derwriters would be invited. An un- 
usual program is being prepared for the 
event. 

* * * 

Los Angeles—The Los Angeles asso- 
ciation held its regular luncheon meet- 
ing Oct. 16, with William Burns, sales 
manager for the Harold G. Ferguson 
Corporation, as the principal speaker. 
Mr. Burns was formerly a_ successful 
salesman of life insurance. His subject 
was “Prospecting.” 

*x* * * 

Huntington, W. Wa.—The first fall 
meeting of the Huntington association 
was very well attended. G. A. Adsitt, 
John Hancock Mutual Life, spoke on 
“Today’s Work.” 

* * * 

New York City—As part of the mem- 
bership drive of the New York City as- 
sociation a special campaign to align 
a large number of associate members 
has been announced by Theodore M. 
Riehle, chairman membership commit- 
tee. 

Anyone who is connected with a life 
company or agency in New York state, 
who is not eligible for active member- 
ship by reason of not holding a license, 
may be elected associate member. The 
associate membership dues of $5 include 
subscriptions to the National associa- 
tion’s “Life Association News,” and the 
city association’s “Bulletin.” Additional 
information may be obtained from Mr. 
Riehle at 225 West 34th street or W. C. 
Bawden, executive manager, 149 Broad- 
way, New York. 

*x* * * 

Tulsa, Okla.—George E. Lackey of 
Oklahoma City, newly elected president 
of the National association, will be guest 
of honor at a banquet given by the 
Tulsa association. 





Ottawa, Can. — A _ feature of the 
monthly meeting of the Ottawa asso- 
ciation was the presentation of the 
Gilman-Manning sales demonstration, 
given at the international convention at 
Toronto, which was put on by E. Rey- 
burn Code, Monarch Life, and D. L 
Gourlay, Mutual Life of Canada. 

Mr. Gourlay announced that a practi- 
cal demonstration in visual. selling 
would be staged in the near future. 
President E. P. Hunter, Dominion Life, 
and W. H. Gardner gave reports on the 
international convention. 

*x* * * 

Arizona—Through the efforts of the 
Arizona association, a course of life in- 
surance will be offered in the evening 
classes of Phoenix union high school 
this winter. President C. W. Elliott says 
the course will comply with the “Typi- 
cal Outlines of Study,” suggested by the 
American College of Life Underwriters. 

*x* * * 

Nebraska—The Nebraska association 

has postponed from Dec. 6 to Jan. 3 the 
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Selling Plans of Stars 


Even if you are 
tongue-tied or stutter 
all hope is not lost. 


Read this: 

“I have made a 

number of sales 

by leaving some of 

your chapters with 
prospects, telling them 

the ideas therein were 
new to me 

and I felt they would 
enjoy reading about them.” 


Or this: 

“I closed a $5,000 case 
today 

by using the Property 
Chart.” 


If you have prospects 
who have eyes as well as 
ears, 

we suggest you invest in 


<P 
The Diamond Life Bulletins 


420 E. 4th St., Cincinnati 


Stars Are Made — Not Bom 








‘The 


Indianapolis 


The New 
HOTEL 
ANTLERS 


250 ROOMS 
All With Bath 


$2.00 to $3.00 


Swimming Pool, Bowling 
Alleys, Free Parking, 
Coffee Shop. 


5 Minutes Walk from 
the Circle 


An Affiliated Hotel 








THE ECONOMICS OF LIFE IN- 
SURANCE—By Dr. S. S. Huebner. 
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first statewide meeting, to be held at 
Grand Island. The executive committee 
has zoned the state into five districts, 
each ranged around Omaha, Lincoln, 
Hastings, Grand Island and Kearney, 
where there are local associations func- 
tionins Commissioner Dort is to be in 
attendance and a program of cooperation 


with the department in enforcing the 
law will be arranged. 
* * x 





Lincoln, Neb.—Informal endorsement 
of an agents’ qualification law for Ne- 
praska was given by most of the mem- 
bers at the October meeting of the Lin- 
coln association. The few who opposed 
ted the efficacy of such a law to 


it dou 

reach the principal evils complained of, 
twisting and rebating, holding that if 
the department were given sufficient 
number of inspectors to investigate con- 
ditions in the field the present laws are 
sufficient. The general opinion expressed 
was that the insurance interests of the 


tat hould bestir themselves to secure 
a law that would fit conditions in the 


state before action was taken from the 
outside that might not be as satisfactory. 
*x* * x 


Detroit—The great mission of the 
modern life underwriter is to preach 
the gospel of self-dependence through- 
out the land, Judge Charles J. Orbison 
of Los Angeles told 200 members of the 
Detroit association at its October meet- 


The old age pension system is a valu- 
able means of removing many of the 
ills of uperism, but a more construc- 


tive doctrine is preaching the gospel 
hat will teach men how to take care 
of themselves in their old age,” said 
the speaker. 
x * x 

South Bend, Ind.—The first meeting of 
the South Bend association. since last 
June was held recently with John F. 
DeHaven, president, in charge. Frank 
C Wigginton, with the Aetna Life, 
Chicage was the speaker. 

A report of the Toronto meeting was 
given by Tecumseh Kilgore. 

& & = 

Topeka, Kan.—The Topeka association 
has resumed its regular weekly meet- 
ings of the organization for the winter. 
George W. Owen of the new business 
department of the National Bank of To- 
peka Trust Company was the opening 
speaker He discussed at length the 
operations of business insurance trusts 
and set out the arguments in support 








of these insurance plans, furnishing the 
insurance men new material to use in 
presenting the plan to business men. 


* } oo 
nd, Va—R. McC. Bullington, 
of the Richmond chamber of 
ommerce, was the principal speaker at 
the October luncheon-meeting of the 
association. N. D. Sills, Vir- 
ginia manager for the Sun Life of 
Montreal, recounted some of the high 
lights of the recent Toronto convention, 
saying that the meeting was one of the 






most ¢ tructive he had ever attended. 
Mr. Sil is a former national president 
and also a former president of the Rich- 
mond ciation. 

*x* * * 
San Francisco—“Present and Future 
jfe U rwriting” was discussed by 
Walter Webb, vice-president of the 
Natior fe U. S. A., at the San Fran- 
cisco ation’s meeting Oct. 15. 

* * * 
Kalamazoo, Mich.—‘“Life Insurance as 
Protect was discussed informa- 
ively Donald T. MacKinnon of De- 
troit, } lent of the Michigan associa- 
tor t opening fall meeting of the 
Kalar association. The presence 
f th te president brought out a 
g00d a lance 

* * * 
Jackson, Mich.—The Jackson associa- 
m ope | its fall program with an in- 
teresting idress by Hugh E. Van de 
Walker Detroit, state manager for 
the Ar in Life and formerly with 
the Pe Life. 

*x* * * 


Indianapolis.—Lester O. Schriver, gen- 
fral agent of the Aetna Life at Peoria, 





Il, will be the principal speaker at the 
opening meeting of the Indianapolis as- 
sociation Friday. 

: *x * * 

Sonoma County, Cal.—‘“I Don’t Want 
Any More Life Insurance,” was the title 
fa talk by Arthur J. Hill to the Sonoma 
-ounty ciation at a meeting in Santa 
Rosa. Mr. Hill is California manager 
for the State Life of Indiana. 

: * * x 

Greenshoro, N. C.—The October meet- 
ne of t Greensboro association was 
a d by an address by Robert D. 
“Ugias, banker, on the growing impor- 


tance : 
ance of life insurance trusts. Presi- 





dent W. H. Andrews, Jr., directed the 
club in a thorough discussion of the 
state sales congress Nov. 7-8, a central 
part of the North Carolina Insurance 
Day program. 

* * * 

San Jose, Cal.—The formation of a 
life underwriters association at San Jose 
is under way as a result of a recent 
meeting of leading underwriters. The 
San Francisco association will serve as 
a pattern for the new organization. 
Graham Peake, New York Life, is chair- 
man of the plans committee. At the 
initial meeting Oct. 21, Karl L. Brackett, 
president San Francisco association, 
will be the principal speaker. 

*x* * * 

Madison, Wis.—‘“Pity the man who has 
no competition,” William Ray Chapman, 
assistant superintendent of agencies of 
the Northwestern Mutual Life told the 
Madison Association at its meeting last 
week. “Such a man must be in a bad 
business and a poor town.” 

The first step in growth, Mr. Chapman 
pointed out, is to realize one needs to 
grow. He told how a life insurance 
agent once pointed out to him that 
that “while you're green you grow, but 
when you become ripe you decay.” 

* * * 

Toledo—Two hundred members of the 
Toledo association were urged “to be on 
fire with the vital importance of life 
insurance” in an address by Judge C. J. 
Orbison of Los Angeles at the mid-week 
luncheon meeting. 

Judge Orbison named the three most 
essential attributes of the life insurance 
salesman as inspiration, knowledge and 
persistence. “Life insurance is a science,” 
the speaker affirmed. “To those engaged 
in selling life insurance constant study 
is necessary. In the life insurance sales- 
man the public should have its strong- 
est economic adviser.” 

* * * 

Cleveland—At a meeting of the super- 
visors group of the Cleveland associa- 
tion, Oct. 13, Clarence E. Pejeau was 
elected chairman. He succeeds J. S&S. 
Williams, former supervisor of the State 
Mutual here, who has resigned to accept 
the position of home office supervisor of 
the Oregon Mutual life at Portland. Mr. 
Pejeau is assistant general agent for 
the Massachusetts Mutual. 

David C. Dickson, supervisor of the 
Miner agency of the Equitable Life of 
New York, spoke on the “Establishment 
of the Prospect Bureau.” 

* * 

Seattle, Wash.—C. C. Thompson, Seat- 
tle manager of the Metropolitan Life, 
who has just been elected first vice- 
president ef the National association, 
will address the Seattle association at a 
banquet Oct. 21. He will speak on 
“Isolation or Association.” Last week 
the life managers and general agents 
gave Mr. Thompson a party in recogni- 
tion of the honor he has just received. 

*x* * * 

Kansas City, Mo.—The Kansas City 
association has unanimously adopted a 
resolution disapproving the state’s en- 
gaging in the insurance business and 
urging every member of the association 
to assist in defeating the proposition at 
the fall election. W. T. Grant, president 
of the Business Men’s Assurance, who 
introduced the resolution, pointed out 
that even though the proposition is not 
directly concerned with life insurance, 
the possibility of the state’s entering 
the life insurance business can be seen 
in the fact that two other states do have 
government life insurance. 

Speaking on the “Higher Ministry of 
Life Insurance,” Henry S. Nollen, presi- 
dent of the Equitable Life of Iowa, urged 
a more friendly relation between policy- 
holder and agent to prevent lapsation. 
The agent has the power to prevent this 
tragedy and should. Mr. Nollen urged 
agents to feel their responsibility to the 
people more deeply. He stressed op- 
tional settlements as one of the finest 
selling points in life insurance, and one 
of its greatest features. 

*x* * * 

Newark, N. J.—The Newark associa- 
tion has decided to change its name 
to the Life Underwriters Association of 
Northern New Jersey. It already in- 
cludes many underwriters outside of 
Newark. With an increasing number 
of such it was felt that the new name 
would be more representative. The as- 
sociation’s territory extends to and in- 
cludes the Asbury Park section. The 
next luncheon will be Nov. 10. 

* * * 

Waterloo, Ia—J. M. Hutchinson, as- 
sistant cashier of the Cedar Rapids Sav- 
ings Bank & Trust Company, spoke on 
“Trusts” at last week’s meeting of the 
Waterloo association. 
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LIFE INSURANCE EDITION 21 


FOR EVERYONE 


For the man who has a limited sum to spend on Insur- 
ance—the most benefit and protection for the least 
money—Endowment at Age 85. 

For the man to whom the idea of paying premiums in old 
age is distasteful—Limited Payment Life. 





For the man who wishes to accumulate a fund which will 

be available to him later—A Full Line of Endowments. 

For the business and professional man—Preferred Risk 

Ordinary Life. 

For the man who wishes his salary continued after his 

death—Monthly Income. 

For the man_ with children—Educational Endowments 

and Juvenile Insurance. 

For the man who desires Complete Coverage—the policy 

which fits his needs including Double and Triple In- 

demnity, Weekly Accident Indemnity (non-cancellable, 

non-proratable, and unlimitable), and our total and per- 

manent disability provision—all in one policy. 

For the agent who is interested in selling unique and complete 

coverage—this suggestion: Get in touch immediately with 
EUGENE E. REED, Vice-President 


UNITED LIFE ANS ASGIDENT 
United Life Building Concord, New Hampshire 
| Originators of Life and Accident insurance united in one policy. if 














J Liberal policies \_ 
Good territory KS oy 


T-H-E pe 
COMBINATION Agency—Building 7 poy ng 
I-D-E-A-L Co-Operation from _ AGENCIES 
Home Office 


\ Efficient Claims a 


Service 





Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 











GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 














NO 
bo 


N. ATION AL 


THE 


O}d- fashioned Hospitality awaits you 


on 








ITTF LES at hd / 






are 


Os ee a 





Pee med 1 staid IE BE ry 


=== 


a) mle 
wer 


wow oer 





‘oe ari 


ARLU 


| Hi | ven i 
aN 


810 
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DOWN 
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Right to 
the Point 





Here is a manual for fire insurance agents giving explans- 
tions of technical terms, 
Price $1.25. 
Insurance Exchange, Chicago. 
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Experience | on 
Large Policies 
(CONTINUED FROM PAGE 3) 


the 
the 


of view of mortality by age at issue, 
relatively unfavorable ratios for 
younger and for the older age 
groups, as compared with the middle 
ages, emphasize the greater difficulty of 
selecting large risks at these younger 
and older ages so as to secure a satis- 
factory experience. An attempt was 
made to investigate the experience on 
brokers’ and surplus business as_ the 
company’s records made it possible to 
do so for the years 1926 to 1928. The 
experience was limited as to size and 
duration, and, as it grouped brokers’ 
with surplus lines, it was not an entirely 
homogeneous class; moreover, it was 
probably subject to a more cautious 
selection. These limitations should serve 
to temper any optimism which may be 
aroused by the fact that the mortality 
ratio was 22 percent for brokerage and 
surplus business as against 80 percent 
for the full experience. 


also 


Conscious of Impairment 


total number of claims of 
due to suicide, proved or 
very substantial propor- 
tion—and the average suicide claim was 
$445,000 as against the average death 
claim of $275,000. This has a vital bear- 
ing on the question as to the period of 
contestability to be provided for in the 
policy contract. The claims, analyzed as 
to cause of death, show 88 due to medi- 
cal causes and 30 of a non-medical na- 
ture. A further analysis of the medical 
claims indicates that in approximately 
15 percent of the cases there was some 
relationship between the medical history 
and the cause of death, this amounting 
in many instances to more than a sus- 
picion that insured at the date of 


Out of the 
118, 13 were 
suspected—a 


the 





COLORADO——— ILLINOIS———— INDIANA 


| O——ARKANSAS——CALIFORNIA— 


PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 
OHIO——-—OR EGON —— PENNSVI.VANTA——~ TENNESSER————VIRGINTA 
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AGENCY MANAGERS FOR 


134 North La Salle Street, Chicago 
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“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 





VNITOWVID HILYON 


S. W. GOSS, Vice-President 
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Jacksonville , Gal 


Dan i 


Ottawa, and Bloomington. 


Fort Wayne , Indiana. 


THE LINCOLN NATIONAL LIFE INSURANCE CO., 


Ft. Wayne, Indiana 


cllgents wanted for -- 


ae 
lesbura, 


le. Alton. 


Please send me a copy of ‘“‘The Lincoln Life Man” and information as to agency 


openings in my territory. 











application was conscious of an imy 
ment which the medical application 


not disclose; 
30 percent 
laboratory 
able, including 
graph and fluoroscope. 
of the 


the use of more 
tests would have been 
especially 


Asa 


also that in approxim: 
extel 
a 
the card 
sum 
results of this analysis it ma 


stated that they emphasize the nec« 


of obtaining complete and 
formation before issue, 


of the most modern laboratory 


and what is equally important, alk 
decision. 

would have 
additional ai 
approximately one-third of the clai 


reasonable time for the 
action of the company 


influenced by these 


Many Cases of Suicide 


Looking at the claims from the 
point of income as related to the 
amount of insurance known to b 
ried in all companies, it 


< 


was foun 


the total insurance as a multiple 


income reported averaged six tin 
minimum income and three 
maximum, but for the cases whi 
peared to involve any element of 


tim 


lation with respect to physical cone 


finances, the total 
averaged 19 times the minimum 
and nine and one-half times the 
mum. Most of the above cases 
suicides or suspected suicides. 


morals or 


insu 


I 


these claims of a speculative natu 


based on the 


average amount 
amount of insurance known to be 
ried in all companies was $400, 


against a similar average for all 
of $275,000. 
phasize the 
clearly selection departments must 
fully weigh the applicant’s resour 


F. B. Mead Analyzes Faults 


of Insurance Management 
(CONTINUED FROM PAGE % 


vestment and management and a 


ing fields. 

Another enemy to. successful 
agement is bureaucracy, Mr 
pointed out. This evil, he said, de 


without its being 
does grip a company 
aggressiveness and be 
grooves, the speaker said 
Mr. Mead declared, “ma 

permeated with _ tec! 
thought, who rm 
grooves, or art 


loses its 
run in 
staff,” 
become 
without creative 
departments in 
mitted to run them without d 
sideration of the welfare of tl 
pany as a whole. They continu 
things in a certain way becau 
have always been done that wi: 
past. A certain amount of bur 
exists in practically all orga 
and the executive must be cont 
on the outlook for it and eli 
the moment it is recognized. 
way that this can be handled 
fully is to keep it constantly in 

Many managers, Mr. Mead a 
concerned with problems of th« 
They make decisions from da 
and do not anticipate the futu 
is not true management, he 

Must Recognize Trends 
“What manage nent is conce! 
is the recognition of the tret 
precede the problem and _ the 
ment of a staff capable of co} 
them before they 
portance.” 

At another 
Mead defined the 
as one similar to 
artist which is “to 
mental facts of the chaos about 
to transform into light and 
that he sees or meets with.” 


become of 
point in his s 
task of the 
that of tl 
select 
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Mr. Mead prefaced his ré 
expressing the opinion that 
ager of the future must have 


dation a broad general edu 
education, Mr. Mead means 
education of school and colle: 
sequent self-education. | To 
us,” he declared, “academic ¢ 
essential.” 
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James A. Fulton Tells How the Intelligent 


Life Insurance Man 


Can Counteract and 


Even Capitalize on Present Conditions 


NEWARK, N. J., Oct. 16—An 
swer to the question of present con- 
in a changed economic structure 
nd their relation to the life insurance 
7 in, was given Tuesday by James 
\. Fulton, president of the Home Life 
f New York, in an address before the 


tions 





incheon meeting of the Newark Asso- 
ation of Life Underwriters. 
In answering the question how the in- 


lligent life insurance man can counter- 

t adverse conditions and actually cap- 
talize the present situation, Mr. Fulton 
said: 

“First, there is the definite necessity 
for more intelligent prospecting. I 
loubt that there are many life insurance 

en who could not keep busy for a long 
hile to come, working exclusively on 

ple with stabilized incomes who have 
een affected little, if any, by present 





nditions. There have been few whole- 
sale reductions in salaries. The vast | 
ajority of people, especially in the 
irbhan communities, are salaried people. | 
Most of them are still working—still in 
receipt of substantially the same in- 
mes, and barring the psychological 


factor, still in a position to buy addi- 
tonal life insurance. As a_ practical 
atter, they are, in many instances, in a 
etter position. 
Steady Decrease 

in Living Costs 

‘Two things have happened. First, 
there has been a steady, although not 


catch up on previous commitments. 
People who had bought all sorts of 
things, many times unnecessary things, 


on the installment plan, have been pay- 
ing off their installments and have been 
chary about making additional commit- 


ments. As a consequence, many people 
are coming to the end of their install- 
ment paying period and the income 


which has been going into the liquida- 
tion of their indebtedness can now be 
turned to the more adequate protection 
of their family. 

“There has been a distinct change in 
the attitude of the whole American peo- 
ple. For the last 10 or 12 years the 
whole tendency has been to ‘keep up 
with the Joneses.’ A new automobile 
this year because the neighbors had a 
new automobile—a new fur coat because 
every one else had new fur coats. Today 
the attitude is radically different. The 
neighbors are not buying new automo- 
biles as freely—the tendency to keep up 
with the Joneses is abated. 


Genuine Opportunity for 
Life Insurance Man 


“There exists a genuine opportunity 
for the life insurance man to direct this 
thrift into that finest of all forms of 
thrift—the protection of the family. 

“Another factor working in our favor 
is the fact that this is a conservative 
period and life insurance is a conserva- 
tive investment. Prior to November cf 
1929 the demand for stocks was so tre- 


radical, decrease in the cost of living. | mendous that stocks were inflated far 
his decrease in the cost of living as it | beyond their real value. Bonds, on the 
ffects people with stabilized incomes, | other hand, were selling on a basis 
rees a vreater margin of that income | probably actually below their real value 
th which to do other things. Second, | because the money which would nor- 
ere has been a marked tendency in the | mally have gone into their purchase was 
t ye to liquidate indebtedness and | going into the stock market. Today that 
_—_—_— 





rhe value to an automobile 


vyn—its value to a salesman is 


for their salesmanship. 


iir dealing. It is financially 
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Front Wheel Drive— 


of the 


t pulls its men along instead of pushing them offers a front wheel 
Fidelity is such a company. 

lts lead service and Low Rate policies make selling easier. It 
s a live-and-let-live contract backed by more than half a century 


including New York, on a full level net premium basis. 
$422,000,000 insurance in force. 


1 front wheel drive company that pulls rather than pushes. 
Openings available for the right men. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 


front wheel drive is well 


not so well known. A company 


solid and operates in thirty-nine 
It has 


| the 














is all changed. People are looking for | 
conservative investment. Bonds | 
Have steadily risen in value as stocks | 
have decreased. The underlying | 
impulse which is making people buy | 
bonds instead of stocks will make peo- 
ple buy life insurance instead of specu- 
lative investments or unnecessary lux- | 
uries. 

“Assuming intelligent 
methods, what are the other things 
which the life insurance man must do | 
to capitalize the present situation? 

“In determining this it seems to me 
we must recognize that while we are | 
not entering a period of hard times, we 
are entering a period of intense compe- 
tition. I am not speaking here of com- 
petition between life insurance men, but 
primarily the competition of other lines 
of business for the American dollar. 

“The present situation is causing a 
tightening up in the methods of every | 


Same 


prospecting 


line of business. The best brains of 
America are devising and directing | 
highly intelligent and highly effective 
sales methods that will result in other 
businesses getting first call on your 


prospect’s dollar unless you equal those 
methods. 

“The 
work which 
few years 


loose, haphazard method of 
could be used in the last 
are due now to pass out of 
existence. There must be more intelli- 
gent prospecting—more interviews per 
day, and a more intelligent presentation. 
Remember that in one form or another 
your prospect is also affected by this 
period of intense competition. His time 
is probably more taken up today than 
it was a year ago. Men are spending 
more time in their offices, and less time 
on golf courses than they were a year 
ago. Immersed as he is in his own 
acute problem caused by changed con- 
ditions, your prospect can_ probably | 
accord you a smaller amount of his time | 
to present your proposition. You have 
not only a smaller amount of time but 
a diminished receptivity. This means 
that if you are to attract and hold his 








Facts, Figures 
a and a 


Inspirations 











If giving is living, as some one has 
put it, then hoarding must be dying.— 
Cid. 

+ * . 


When I buy life insurance not only 
do I know where I'm at, but my family 
know wl they're at.—Will Rogers. 

* * * 

One’s entrance is everything. Its im- 
pressiveness becomes the keynote for 
the full succession of reappearances.— 
Garrick. 


1¢cre 


rid 


attention, you must your presenta- 
| tion of every unnecessary word and 
every extraneous idea. In my own 


judgment, the most appalling waste in 
the life insurance today is 
the waste caused by the lack of prepara- 
tion in the presentation of the life insur- 
ance idea 

“In addition to intelligent prospecting 
and intense work, it is highly 
that you should work out and perfect a 
presentation that is brief and cameo-like 
in its clearness. 

“You are talking to a busy man. A 
few unnecessary words may his 
attention in a way that makes it impos- 
sible for you to regain it. You get in 
your prospect. You have but a 
brief period during which you can claim 
his attention. You must be prepared to 
tell, in the most direct, forceful, and yet 
simple fashion, exactly what your pro- 
posal will do for him in the solution of 
his problem. 

“Intelligent prospecting 


business of 


necessary 


lose 


to sec 


intense hard 


work—and this sort of a presentation, 
will still produce enough business to 
make life insurance ‘the best paid hard 


work in the world,” 


“The Beginning of Definiteness Means the End of Confusion” —Clay Hamlin 
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Get started 
with the right 
kind of Record and 
eliminate uncertainty 

and worry in your work 


Please send illustrated booklet describing the 
Name 
Street 


City. State 


CUT HERE—MAIL NOW 
P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 


Dallwig Re 


STOP LAPSES 
By Using the 


DALLWIG RECORD: 


On account of its Simplicity, Completeness 
and Ready Information on all policies in 
force, including premium due dates, record 
of policy, etc., many lapses are prevented. 


Capacity of Binder 1,000 Record Sheets 
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Office Men in 
Record Session 


(CONTINUED FROM PAGE 4) 


Among the other speakers was E. W. 
Barnhart of the federal board for voca- 
tional education, who declared that the 
weakest link in the hierarchy of busi- 
ness — administrator, executor, super- 
visor, worker—is the supervisor and he 
advised his listeners to institute systems 
of training, so that employes within the 
organization may be prepared to step in 
to supervisory positions. This practice 
not only provides a source of competent 
supervisors but stimulates the ambition 
of employes, he said, and attracts em- 
ployes of better character to the cor- 
poration. W. H. Leffingwell, president, 
W. H. Leffingwell, Inc., of New York, 
reinforced the advice of Mr. Barnhart 
in recommending the establishment of 
training courses and concentrating in 
other ways on the development of 
supervisors. 

The report of H. L. Rhoades as chair- 
man of the committee on personnel ad- 
ministration was especially interesting. 
Mr. Rhoades is assistant to the third 
vice-president of the Metropolitan. In 
great detail he analyzed the results of 
the mental test which the Metropolitan 
has given to 75,000 applicants for cleri- 
cal employment. The principal benefit 
of the test, according to Mr. Rhoades, 
is to eliminate the poorest material from 
among the applicants, whose deficiencies 
would not be recognized in the course 
of an ordinary interview. 


Premium Accounting Report 


Mr. Skilton presented the report of 
the committee on premium accounting, 
the report consisting of an analysis by 
eight companies of their practices in 
premium accounting. Each of the com- 
panies was represented on the commit- 
tee. Each company divided its report 
11 ways, relating the progress of the 
application from its receipt by the 
agency until it is spread on the books of 
the company. Receipt of the applica- 
tion at the agency was the first subdi- 
vision of each company’s report. Then 
followed receipt of the application and 
examination at the home office; receipt 
of the policy at the agency; receipt of 
payment from the insured; collection 
system; reports to the home office; bank 
accounts; production records; receipt of 
reports at home office; records kept at 
home office, and miscellaneous. Mr. 
Skilton observed that an ideal premium 
accounting system was impossible of 
attainment, that the system must be 
adapted largely to the company, not the 
company to the system. But he stated 
that the subject deserves much greater 
study than it has received in the past. 


How to Fight Lapsation 


An important contribution to the cur- 
rent lapse problem was made by the 
commmittee on compilation and use of 
persistency records by life companies, 
whose chairman is F. R. Gale, comp- 
troller of the Continental American Life 
of Delaware. This committee reviewed 
many of the methods which are now 
being used to combat lapsation. 

Dr. Felix E. Held of Ohio State Uni- 
versity, delivered an exceptionally in- 
structive address on the technic of cor- 
respondence, declaring that much time 
and money might well be spent in im- 
proving the correspondence of corpora- 
tions. The type of paper, letter-head, 
the contents and form and the letter 
itself express the standard of the cor- 
poration, he declared. Correspondence, 
properly conducted, he said, is an im- 
portant advertising feature while cor- 
respondence, improperly conducted, may 
seriously injure the reputation of the 
corporation. 

Paul F. Bourscheidt, assistant secre- 
tary of the Peoria Life, delivered the 
report as chairman of the committee on 
premium notices and receipts. The com- 
mittee indicated the desirability of the 





establishment of uniformity in notices, 
especially in the number of past due 
notices which companies send to delin- 
quents. A variety of notices sent to the 
policyholders who have an assortment 
of policies is confusing, the committee 
declared, and there should be an ap- 
proach to a higher degree of standardi- 
zation. 
Management Consultant 


Another report was that of B. F. 
Dvorak, management consultant of Chi- 
cago, on the principles of accounting as 
applied to home office planning. R. C. 
Neuendorffer, secretary of the Guardian 
Life, presented the report of the com- 
mittee on centralization versus decen- 
tralization in home office organization. 
R. F. Tull, secretary of the Fidelity 
Mutual, made the report of the commit- 
tee on standard telegraph codes. 

The final feature of the program was 
a discussion of accounting methods in 
the life insurance office led by D. N. 
Warters, assistant actuary of the Bank- 
ers Life, who was followed by A. E. 
Pequegnat, comptroller of the Mutual 
Life of Canada, Ira S. Parker, assistant 
secretary and auditor, Great Northern, 
and J. Russell Sykes, vice-president of 
the Fidelity Mutual. 

Each afternoon following the general 
sessions, the members divided into 
groups for discussion of the various 
committee reports. These sessions were 
instructive, the members discussing de- 
tails, which would not have been of 
great interest in a larger meeting. 


Foreign Companies Join 


In his report as secretary, Mr. Row- 
land stated that 13 companies located 
in foreign lands have taken advantage 
of the provisions made at the last an- 
nual meeting for associate membership. 
These companies are located in Ger- 
many, England, Australia, Japan, South 
America, India, Czecho-Slovakia and 
Switzerland. Incidentally one of the six 
Japanese companies was represented at 
Chicago. This was the Nippon Life of 
Osaka, whose representative was Akira 
Shiniczu, assistant secretary. 

Mr. Rowland reported that eight 
American companies were admitted to 
full membership during the past year. 
They are: the American Reserve Life of 
Omaha, the Bankers National Life of 
Jersey City, Bankers Reserve Life of 
Omaha, Equitable Life of Iowa, Great 
Western of Des Moines, Mutual Life of 
Baltimore, Prudential, and Continental 
Life of St. Louis. 

The secretary concluded by calculat- 
ing that the total business in force of 
all the company members of the Life 
Office Management Association is more 
than $90,000,000,000. “I believe we can 
truthfully say,” Mr. Rowland declared, 
“that the Life Office Management Asso- 
ciation is the largest organization repre- 
senting life insurance business that we 
have today.” 


Proposals of Rydgren 


The first proposal of President Ryd- 
gren was that a standard terminology 
be adopted among all members to de- 
scribe the various records and systems 
in home office processes, so that in dis- 
cussing office problems each member 
will understand precisely what is meant. 
Each company, he said, has built up a 
language of its own, which makes it 
difficult to exchange information among 
companies. The actuarial societies, he 
said, have adopted a standard code and 
this should be followed in the Life 
Office Management Association. This 
is a problem for the coming year. 

Furthermore, Mr. Rydgren recom- 
mended that there be greater concentra- 
tion on methods. It is his desire that 
the various methods, especially meth- 
ods of premium accounting, be analyzed 
and their cost determined, not with the 
idea of forcing standard methods upon 
all companies, but for the purpose of 
making the information available to 
members. 

Also Mr. Rydgren advised the asso- 





ciation to concentrate more on the prob. 
lem of determining methods for devel. 
oping executives from among the staffs 
of the various companies. He sug. 
gested that inasmuch as office metliods 
are static and that a different type of 
executive is needed to meet chancing 
conditions, companies should take col- 
lege boys into their employment “rather 
freely.” 

Mr. Rydgren recommended that past 
presidents of the association, who are 
not members of the board of directors, 
be assigned as a board of governors, 
In accordance with this recommenda- 
tion Franklin B. Mead of the Lincoln 
National Life and Dr. H. W. Cook, vice 
president of the Northwestern National, 
were made members of the newly cre- 
ated board of governors. 

Mr. Rydgren made the suggesti 
that in addition to the annual meeting 
of the association two or three addi- 
tional conferences be held throughout 
the year. These conferences, accoriing 
to his suggestion, would be devoted to 
special problems, for instance, one nicet- 
ing might be devoted to premium ac- 
counting. He also urged members to 
fill out questionnaires, which the asso- 
ciation prepares. The bulk of the a 
ciation’s information must come fri 
these questionnaires, he declared. 


End Buyer Strike 
by Buying, Agents 
Told by Claypool 


A plea for the 200,000 life underwrit- 
ers in this country to take the leadership 
in dispelling the timidity of buyers was 
made by G. F. Claypool, executive vice- 
president of the Continental Assurance, 
in addressing the One-Two-O Club con- 
vention of his company. 

P?uying power, Mr. Claypool observed, 
is being stored up in savings banks and 
the owners of these funds are waiting 
for “something to happen.” But noth- 
ing will happen unless it is made to hap- 
pen. the speaker declared. 

With prices falling, Mr. Claypool 
urged that life underwriters take advan- 
tage of the buyers’ market and start the 
surge towards the counter. 

“The best service that you can ren- 
der your community,” Mr. Claypool 
said, “and your country, is not only to 
popularize the slogan ‘Buy now’ but to 
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act yourselves. You will start a flood of 
purchasing power pulsating through 
your community that will force the 


wheels of industry to move again. You 
will send a ray of optimism through the 
gloom that will brighten the outlook of 
the entire nation.” 


Interest in Thrift Program 
NEW YORK CITY, Oct. 16.— 
siderable interest is being created in the 
1931 program for National Thrift Week 
Jan. 17-23. The life insurance end of 
this nation-wide movement will again 
handled by the Association of |! 
Agency Officers, a work which was so 
successfully started last year by Ja 
A. McLain, vice-president of the Guard- 
ian Life. The appointment of the chair- 
man for the 1931 life insurance ( 
committee is expected to be announced 
soon. 


Condemn Name Duplication 


At the Insurance Advertising Confer- 
ence meeting in Milwaukee the du 
cation of company names was con- 


demned in a resolution. “We desire to 
express in no uncertain terms,” it said, 
“our conviction that the adoption of the 


name in toto of an existing insurance 
company by a newly forming insurance 
organization, or the taking over of 2 
title of much similarity to a previously 
existing name, cannot be too strenu- 
ously opposed by the weight of the 
unanimous opinion of our conference.” 








